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(Grade Up Service and Price 


The Next Big Forward Movement of the Trade 


66 ALK shoes up and not 
down,” is the slogan to the 

trade suggested by Thomas 

S. Childs from his town where the 
slogan is “Talk Holyoke Up—Not 
Down.” Carry on the same theme 
because the term “Shoe conscions- 
ness” makes a national thump on the 
cash register. The hat industry is be- 
ginning to yell “hat consciousness.” 

The observation made by a mer- 
chant recently was that what we 
really need is price unconscious- 
ness—if you get what he means. 
At a recent merchants’ meeting, 
Alfred W. Donovan said: 

“This is probably the hardest 
year the shoe and leather trade and 
the retail shoe stores, in particular, 
has ever had—at least, this is what 
we hear. But I have been hearing 
this expression every year for the 
last forty-one years, which I have 
been in business. Now let’s 


all people are buying many Rolls 
Royces; that there are many who are 
buying Buicks, and more people 
Fords. Yet, there are still more buy- 
ing Lincolns, Packards and Pierce 
Arrows. And so in your general 
store business, you cannot afford to 
overlook the fact that there are in 
each one hundred people who come 
into your shop, a certain percentage, 
if you base it on a percentage basis, 
that has money to buy better shoes. 
There are also many who have money 
enough to buy the next grade. It is 
presumption for you to think of say- 
ing to the prospective customer— 
‘This is. all I have,’ showing him or 
her a $6 or $7 or $7.50 shoe, when 
your range is between $6 and $16. 
“There are a great many people 
who have the money to pay more 
than $6 or $7.50 and do not feel at 
all complimented not to have offered 


to them merchandise in their classi- 
fication. Before these customers 
have stepped into your store, they 
have classified themselves and they 
do not like to be ‘Classified down.’ 

“I have watched the salesmen sel- 
ing in a New York store, putting 
$6 to $8 shoes on the feet of their 
customers just as fast as it was hu- 
manly possible. Now many of the 
men and women whom they were 
fitting could have purchased $15 
shoes. I said to myself—‘Is it fair 
to that man to sell him those shoes?’ 
You cannot afford to sell a customer 
down.” 


HIS is the spirit that needs to 

be taken up by shoe men the 
country over, because a shoe store 
gives to the customer something 
more than leather wrapped together 
in the shape of a foot covering. It 
gives it real style selection 





have a change. Let’s make 
1926 the best year we have 
ever had. It is really a mental 
hazard. Let’s take it. 

“Let us start with this as- 
sumption. Out of every 100 
men or women who come into 
a merchant’s store, the lowest 
price they mention is the min- 
imum amount of money they 
have to spend for shoes, or 
hosiery or buckles. We all 
know that it is common sense 
to recognize that although 
there are many people who 
are buying Lincoln, Packard 





Yes In quire 
PLEASED wiTH THE 
PERFORMANCE 
of ‘THIS VEHICLE 


All he really needs is demonstration 


and a fitting knowledge that 
increases the comfort and 
satisfaction of the wearer, 
and this is something that 
should be paid for. 

With shoe consciousness 
increasing among the general 
public, more and more real 
service is being demanded, 
not only in fitting of shoes, 
but in their quality. The 
more people know about shoes 
the greater will be their de- 
mands for quality, and price 
must be commerfsurate. “Talk 
shoes up—not down.” The 








and Pierce Arrow cars, after 


time is ripe. 
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MILLINERY AND GAR- 
MENT COLORS 


tata light, middle and 
dark values 


WINE REDS 
Middle and dark values 


Claret, Bordeaux, Burgundy, yi 


Oxblood, Peony, Garnet an 


Antique Ruby (“Chanel 
Red”). 


GRAYS 
Light and middle values 


Cloud, Chateau, Cinderella 
and Jaffi greys of warm 


tones. 


Also Rose and Mauve Castor 


shades. 


BLUES 


Light, middle and dark values 


Arctic, Glacier, steel and slate 
blues of greyish tonality, 


Sailor and Navy Blues. 


GREENS 


Light, middle and dark values 
Gardenia, Lichen, Sea Moss, 
of soft greyish tones. Also 
dark Forest Jungle and bottle 
reens. Also Robinhood and 
intergreen shades of 


greater intensity. 


BEIGES, TANS and 
BROWNS 


Light, middle and dark values 


Fallow, Tuscan Tan, Sandal- 


wood, Rose Oak, Cedarbark 
—shades of warm, rosy hue 


—and Rustic, Cameo and 
Copper Brown—also Ember, 
Cinnabar, and brick red 
browns. 


PURPLES 
Middle and dark values 
imperial Purple and Magentas 
reddish cast, also the 
} wine dipped tones, 
Bokhara and Eggplant. 


BLACK 


FOR EVENING WEAR 


oe on and “Powder Puff’ 

hades with soft yellows, 
pinks, orchids, Nile ireens 
and pale blue stress if 
the intense hues — Water- 
melon and § ish Reds— 
Cyclamen purp es and Chinese 
greens will lead, i White 
and Silver combined 





*Standard colors are used for illustration in order to show the type or character of the color and shade required. **For matching, 
use shoe colors on 1926 Fall Season Color Card of America. 
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Chart of Color Harmonies 
for Fall and Winter 1926 


By MARGARET HAYDEN RORKE 
Managing Director, Textile Color Card Association 


SHOE COLORS 
For blending and contrast 


ALA MAUVE 
HAMPSTEAD BROWN 
LAZA GRAY 


MAUVETTE 
STROLLER TAN 
PLAZA GRAY 








OLLER TAN 
HAMPSTEAD . etebel 








PLAIN BLACK 


Black with colored trimmings 
for daytime wear. With Gold 


SILVER, Gold and metalized 


weave, brocade and simulated 
reptile, a toned or to match 
Satin slippers—in 
evening shades, 
also Bisque in monochrome 
with silver or 
gold kid. Aliso black satin 
with the black gown. 


Gold and pastel shades 
Also painted, shaded, and sil- 
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HOSIERY COLORS* 
For blending, contrasted and matching** 
















Alesan Sunset or Peach 
Muscade Champagne 
Peachbloom Grain or Almond 
Parchment Blush or French Nude 
Evenglow or Shadow Bran 

Iris-Mauve Moonlight 

Blue Fox Piping Rock 
Atmosphere or Nude Dove Gray 








Mauve Taupe 



















Flesh Piping Rock 
Atmosphere . Evenglow 
Moonlight Iris-Mauve 
Pearl Blue Fox 
Dove Gray Shadow 
Mauve Taupe Mauve Taupe 
























Alesan Atmosphere or Nude 
Muscade Champagne 
Peachbloom Grain or Almond 
Parchment French Nude or Blush 
Evenglow or Shadow ran 

Iris-Mauve Moonlight 

Blue Fox Dove Gray 

Dorado Piping Rock 





















Dorado Sunset or Peach 
Alesan Champagne 

Muscade Grain or Aimond 
Peachbloom Blush or French Nude 
Parchment Bran 






Evenglow or Shadow 
Iris-Mauve 

Blue Fox 
Atmosphere or Nude 




















Alesan Sunset or Peach 
Muscade Champagne 
Peachbloom Grain or Almond 
Parchment Blush or French Nude 
Evenglow or Shadow Bran 

Iris-Mauve Moonlight 

Blue Fox 





Atsncaphere or Nude: 




















Moonlight Mauve Taupe 
Dove Gray Alesan 
Piping Rock Muscade 
Iris-Mauve Parchment 
Evenglow or Shadow Atmosphere or Nude 
aut ‘ox Champagne 

rain 




















Parchment French Nude or Blush 
Alesan Sunset or Pea 
Muscade Moonlight 

Peachbloom Pearl 

Tris-Mauve Piping Rock 

Blue Fox Dove Gray 

Mauve Taupe Rose Gray 

Grain or Almond Dorado 





Atmosphere or Nude 












Flesh 

Pink 

Mauve 

Iris- Mauve 
Peachbloom 
Woodland Rose 









Silver 






ver and gold metal tissues. 
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CHART of color harmonies, 
A showing authoritatively which 
of the new shoe and hosiery 
colors may best be worn with the 
new millinery and garment shades, 
has been prepared by Mrs. Margaret 
Hayden Rorke, managing director of 
the Textile Color Card Association. 
Outstanding shoe and hosiery har- 
monies are effectively demonstrated 
by combinations of leathers, of 
shoes, and stockings in the new fall 
tones. 

All color problems presented to 
the well-dressed woman are simply 
solved on the lucid chart laid out by 
Mrs. Rorke. 

For instance, the vexing question 
of what shoes and hos eto wear with 
the new “Chanel reds” is clearly 
stated. With claret, bordeaux, bur- 
gundy, oxblood, peony, garnet and 
antique ruby, shoes of rose beige, 
with Alesan, sunset or peach hose 
may be worn; or sauterne with mus- 
cade or champagne; marsala with 
peachbloom, grain or almond; mau- 
vette with parchment, blush, or 
French nude; Hampstead brown 
with evenglow or shadow; plaza 
gray with iris-mauve or bran; black 
with blue fox, moonlight, atmos- 
phere, mauve taupe, nude, Piping 
Rock or dove gray. 

Other smart autumn tones, the 
light and middle values of gray, the 
novel light, middle and dark values 
of blue, the fashionable greens, the 
beiges, tans and browns, as well as 
the middle and dark register of pur- 
ple, are matched, blended, or con- 
trasted with shoes and hose on this 
chart. 

Wise information concerning eve- 
ning wear is also provided. Crayon 
and powder puff shades, soft yellows, 
pinks, orchids, Nile greens and pale 
blues are suggested. In the intense 
hues, watermelon and Spanish reds. 
cyclamen, purples, Chinese greens, 
and white and silver combined will 
be worn, the chart states. With 
these colors is set forth the kind 
and color of shoes and hose to per- 
fect the costume. 

The chart also contains a key to 
hosiery colors, showing exactly what 
stocking tints may be best worn 
with the new shoe shades. 

Eight new.-hosiery colors for the 
fall were launched by the Textile 
Color Card Association at the Ho- 
siery Show at the McAlpin Hotel 
Wednesday, June 9. These, with 


fourteen. other tried and fashionable 
shades, constitute the new 1926 Fall 
Season Hosiery Color Card, now 
ready for release. 

A tendency toward the deeper, 
richer tones of tans and gray is no- 
in the hues created for 


ticeable 
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KEY TO HOSIERY COLORS 


INDICATING THEIR PROPER APPLICATION TO EACH SHOE COLOR 
ON THE CHART 





SHOE COLORS 


HOSIERY COLORS 





ROSE BEIGE 


PARCHMENT 


ALESAN 

ATMOSPHERE OR NUDE 
SUNSET OR PEACH 
GRAIN OR ALMOND 
CHAMPAGNE 

BLUSH ay FRENCH NUDE 
MUSCAD 





PLAZA GRAY 


MOONLIGHT 
ATMOSPHERE 








SAUTERNE 


MUS 
CHAMPAGNE 


NUD 
SUNSET OR PEACH 
BRAN 
BLUSH OR a ES NUDE 


GRAIN OR AL 
PARCHMENT 





MARSALA 


ALESAN 

MUSCADE 

PEACHBLOOM 

SUNSET OR PEACH 

BLUSH OR FRENCH NUDE 
CHAMPAGNE 
ATMOSPHERE OR NUDE 


GRAIN 
PARCHMENT 





MAUVETTE 


PARCHMENT 

EVERGLOW 

ALESAN 

MUSCADE 

PEACHBLOOM 

MAUVE TAUPE 

SHADOW 

DOVE GRAY 
ATMOSPHERE OR NUDE 
BLUSH OR FRENCH NUDE 





STROLLER TAN 


DORADO 

ALESAN 

MUSCADE 

CHAMPAGNE 

SUNSET OR PEACH 
BLUSH OR FRENCH NUDE 
PEACHBLOOM 
PARCHMENT 
ae OR NUDE 


GRAIN 





HAMPSTEAD BROWN 


ALESAN 
MUSCADE 
PARCHMENT 
DORADO 
PEACHBLOOM 
CHAMPAGNE 


GRAIN 

ATMOSPHERE OR NUDE 
SUNSET OR PEACH 
BLUSH OR FRENCH NUDE 








BLACK 


(SEE COLOR CHART) 





autumn. The harmonizing charac- 
teristics rather than contrasting 
features mark the new shades. 
They are especially designed to blend 
artistically into the fine fall costume 
shades in the “Chanel reds,” deep 
greens, glowing browns, grays and 
new blues, and to set off the new 
shoe shades of plaza gray, marsala, 
rose beige, stroller tan and Hamp- 
stead brown. 





The’ new colors are Dorado, a dis- 
tinctly Spanish color the deep gleam 
of golden wheat known especially in 
the Hispano-Moresque _ pottery, 
meaning literally “golden”; parch- 
ment, the authentic parchment shoe 
shade; Alesan, a bisque the color of 
colts of the Alesan breed; muscade, 
a beige with a rose cast, the color of 
the muscade wine for which it is |, 
named; peachbloom, the elusive tone ‘ 
[CONTINUED ON PAGE 57] 
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Joe Michaels selects the 20 pairs of shoes that are needed by every well-dressed woman today 


She Needs 20 Pairs of Shoes 


Start Something in Your Town Among the 


Fashionably Dressed Women 


OW many pairs of shoes 
He a well-dressed woman 

possess? We have asked this 
of many merchants throughout the 
United States and we have an opti- 
mistic total to present. The na- 
tional verdict of the retail shoe trade 
is that every well-dressed woman 
should have at least twenty pairs of 
shoes in her wardrobe, and that 


means twenty pairs of current 
styles and not the accumulation of 
years of unworn footwear. Fashion 
wears our more pairs of shoes than 
does friction. 

Make a test case in your own 
store right now. Ask any clerk to 
pick out twenty pairs of shoes that 
he would recommend to a customer. 
See how he classifies them for day- 


time wear, sport wear and evening 
wear. See how he balances his se- 
lection with shoes for every occasion 
and for every utility. Let each man 
in the store do the same thing and 
then pick out the best selection made 
and use it as a window feature. The 
way to sell more pairs is to give the 
woman the idea that she needs more 
pairs to round out her day. 


Left to right—Patent front strap pump with 
vamp and quarter inserts of snake calf; patent 
oxford, Cuban heel, snake appliqué and heel; 
genuine cobra oxford with spike heel; patent 
semi-sandal, with genuine cobra vamp 
and quarter inserts; dragon 
calf pump with intricate ringed 
strap, appliquéd in 
brown kid with 


FOR DAY WEAR 


fancy kid appliqué heel; open shank sandal of 
patent with inserts of multicolored cubist design 

leather on vamp and quarter; open shank sa 
with imported raffia embroidered vamp and 
parchment kid quarter; patent leather 
with intricate cutouts and ap- 
pliqués, and a white kid slender 

one strap model. 





seers @2O df 


fret Qa et rH eK Str DTH RnR Oo 





June 19, 1926 





Fj 


~<a? 


FOR SPORTS AND Qo 


MORNING WEAR 

Left to right — White 
calf sindal with |e black 
patent strips; buckle strap, rose 
alligator calf, with appliqué of 
parchment kid; Deauville oxford 
in tan with crépe rubber sole; 


A feature such as this is of great 
value in big city stores. It has a 
corresponding value in the smallest 
store where the selection might be 
made of less than twenty pairs, if 
that is the buying level of your com- 
munity. 

We asked one of the keenest mer- 
chandisers in New York City, Jo- 
seph Michaels of Saks—Herald 
Square, to lay out twenty pairs of 
shoes and to explain precisely why 
they completed the picture of a wo- 
man’s footwear wardrobe. He went 
us one step further and asked a cus- 
tomer to listen to his demonstration. 
She fell right into the scheme of 
things and listened attentively. When 
Joe had finished the woman made the 
proper gesture. She said: “Have 
them picked out in my size and send 
them to my home.” 

The testing of a publicity plan is, 
“Does it make business?” It was a 
ten-strike in the Saks—Herald 
Square store right at the corner of 
Broadway and Thirty-fourth Street, 
where shopping is at fever tempera- 


FOR EVENING WEAR 
Left to right—Silver kid opera pump 
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ture all the day long. That corner 
is considered “the spendingest cor- 
ner in America.” 

Nine pairs of shoes are not too 
many for the average woman for 
street and formal afternoon wear. 
You will notice that Mr. Michaels’ 
selection includes two pairs of fancy 
oxfords, one in patent and one in 
cobra, both designed as street shoes; 
conservative straps for street wear, 
and the fancier strapped and sandal 
models for the more formal occa- 
sions. 


OR strictly sports and morning 

wear there is included an oxford 
and a Deauville sandal, both of 
which can be used in almost any 
sports event; good for tennis, golf or 
general country club wear. For the 
spectator at sporting events, and her 
name is legion, the more dressy 
types of sports shoes are provided, 
such as the white calf sandal with 
black trim, the rose colored alligator 
buckle strap, the python oxford with 
its fairly low heel, and the all-white 


with rhinestone buckle; flowered sil- 


ver kid front strap; 
black satin opera pump, 
with rhinestone heel 
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white buck sports oz- 

ford with green lizard 

calf trim and crépe 
sole; python calf oxford, with ap- 
pliqué in contrasting colored kid, 
and white buck gore and strap oz- 
ford with fringed tongue. 


buck gore and strap oxford with the 
fringed tongue. 

Mr. Michaels’ selection of evening 
shoes was trimmed down to five 
pairs, few enough for a fashionable 
woman. It is so well balanced, how- 
ever, that it will supply the footwear 
needs of a woman with a very ex- 
tensive collection of evening gowns. 
Silver and gold kid blend with a 
wide range of colors in evening 
gowns. The two pairs of black satin 
slippers are of such different types 
that both are necessary. 

With a little ingenuity almost any 
shoe stock, no matter how small, 
can be made to yield a wide enough 
variety of shoes to stimulate the de- 
sire of every woman to own more 
pairs. Not every woman will buy 
the entire layout of 20 pairs, or 
whatever number you decide is 
proper in keeping with the class of 
customers to which you cater, but 
in a display of an entire shoe ward- 
robe she is bound to see something 
that she needs to round out her own 
collection of footwear. 


and throat ornament; gold kid strap 

pump with flowered gold kid quarter 

insert, and black satin, with colored 

embroidered vamp and 

> silver kid heel, collar 
and strap. 
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THE RECORDER CREED: Getting 
ee More Shoes Sold Right; not only “more” 
| . - - but “right”; sold for-the right purpose, = 
to the right wearer, in:the right fitting, 
f for the right price, at the right profit. 
3 This is the great problem of the retail 
if shoe merchants. The chief purpose of 
“The Boot and Shoe Recorder” is to help 
solve it; for this is the basic problem 
upon which depends the progress of the 
entire allied industries relating to shoes 
! 
| 
: 





and leather, their production and distri- 
bution. 








More People—More Shoes 


HE years 1920-1925 show an estimated in- 
crease of 10,229,000 people. The National In- 

- dustrial Co: ce Beard indicates that this in- 
crease is equivalent to adding the .consumption 
power (or potential market) of 15 per cent more 
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peaple than the total population of Canada, or 40 
per cent more people than the total population of 
Australia and New Zealand. 

Actually the total purchasing power of the peo- 
ple of the United States is increased considerably 
more than these figures would indicate, because we 
are the “spendingest people in the world.” .. 

* Looking at savings bank figures we-are also the 
“savingest. people in the world” because individual 
deposits increased at the rate of 55 per cent since 
1920, and as life insurance is a form of saving, the 
rate of increase is 209 per cent since 1920. 

All this is reason enough for shoe men to expand 
in distribution rather than contract. If your busi- 
ness isn’t growing at a pace in keeping with Ameri- 
can opportunities, find the reason and then work 
harder or quit. It is the greatest country in the 
world for opportunity—and the next move, “more 
shoes per person,” is the shoe trade’s greatest 
opportunity. 


How Much Can You Get? 


HE shoe merchant who wants to stay in busi- 

ness and make money must get an entirely 
new set of ideas. He must abandon a lot of rules 
that were good yesterday and adopt new ones that 
present day conditions make imperative. 

First of all, he must adopt a new method of val- 
uation of his stock. He must quit saying to him- 
self: “I bought this shoe to sell at such-and-such 
a price.” He must begin to say: “I can get only 
so much for this shoe.” 

The correct method of pricing a shoe on the 
shelf is to watch its sale and value it according to 
its selling ability. A shoe that does not sell quick- 
ly, clean up evenly and bring a good profit is not 
a valuable piece of merchandise. 

It is worth only what you can get for it. If you 
can get nothing for it, then it is worth nothing. 

The old-time idea of two clearance sales a year 
—July and January—holds good only for the stock 
in general. But fixing in the minds of the public 
certain definite dates for clearance sales has re- 
sulted-in loss to many merchants. People will 
wait for those sales. Many bargain hunters never 
buy shoes excepting at clearance sale time. 

Sales may be avoided by keen eyed vigilance. 
Close watch on stock will disclose daily just what 
shoes are hanging fire. Right then is the time to 
take action, not in July or January. 

Many merchants have adopted the plan of plac- 
ing a premium on a shoe that has not moved satis- 
factorily in thirty days. The clerks are given a 
liberal P. M. for selling it. And, why not? Why 
not give the sales force that sum of money rather 
than losing it in a clearance sale? Even though 
the P. M. may be a dollar a pair, is it not better 
to hand a dollar to a deserving clerk than to cut 
the shoe $2 when you are compelled to move it? © 
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New Hour Schedules 


ORE and more thought is being given to the 

efficiency of store selling. The RECORDER 

was the first publication in the United States to 

bring up the suggestion that to get the most out of 

the best selling hours in the middle of the day 

necessitated a change in the schedule of hours of 
retail store salesmen. 

A number of shoe stores are now laying plans to 
develop flying squadrons in the shape of clerks who 
report at 10 o’clock in the morning and work until 
4 in the afternoon without lunch period, thus cov- 
ering the strong selling hours of the day. These 
honor crews will sell more shoes by this system 
than they would if interrupted by the lunch period. 

The Hub, Chicago, is testing out the following 
plan. It calls for “the entire clothing salesforce 
in the store between 11 and 1 o’clock, and for 
three-quarters of the force in the store between 1 
and 2 o’clock. After 3 o’clock the entire force will 
again be in the store until 5.30 o’clock. g 

“As the plan is now operating, one-half of the 
force arrives at 8.30 o’clock in the morning and 
works continuously until 1 o’clock, when half of 
this number go out for 30 minutes’ lunch, as com- 
pared with 45 minutes’ lunch in the past. When 


they return the remaining half of this 50 per cent 
go to lunch and return at 2 o’clock. The other 50 
per cent do not come until 11 o’clock and with no 


lunch, work until 5.30 o’clock. On Saturday all 
the help arrives at 8.30 o’clock. 

“The following week the half that -arrived at 
8.30 o’clock arrives at 11 o’clock, and the ones that 
arrived at 11 o’clock come at 8.30.” 

The best time to test such a plan of selling is dur- 
ing the summer months. If it has merit why not 
try it out? 


No Money Left—for Shoes 


N amazing array of figures was shown at a 
recent meeting of credit men when it was an- 
nounced that four and a half billion dollars’ worth 
of credit installment business had been done in a 
year. That is some jack as the truck driver would 
say. Think of it! And, it is said that the increase 
over the previous year is a billion dollars! 

Los Angeles merchants, with an eye to the future 
and a desire to curb the practice of easy payment 
selling, have entered into a gentleman’s agreement. 
They will limit advertising and sales effort toward 
sales of merchandise on installments. They will 
encourage installment selling only of necessities, 
such as housefurnishings, home buying and other 
things that people actually need to get on with. 
Good work, Los Angeles! 

As the RECORDER has remarked before, this easy 
payment stuff is a menace to business. It encour- 
ages bankruptcy and dishonesty. It puts into the 
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hands of unscrupulous persons a dangerous tool 
that may be made into a weapon. Legitimate re- 
tailing must of necessity do some credit business. 
There are many good people who deserve credit of 
a dignified character. But the unrestricted use of 
credit is bad for everyone concerned, even the per- 
sons who use it. : 

A shoe man related an experience with a cus- 
tomer who owed a bill of some months’ standing. 
Urged to pay something on account the debtor 
said: “Gee! How can I pay you anything on ac- 
count when I have to meet more than a dozen in- 
stallments a week? My auto, my radio, my wife’s 
furs and diamonds, my house, my furniture, my 
mortgage, my insurance, my hundred and one 
other things. Gee! How can I do it? I am only 
one jump ahead of the constable now. You will 
have to wait.” And the shoe man is still waiting. 


Don’t Clear too Early 


ULY is a hot month. It is the natural time for 
white shoes. Then, why should shoe men cut 
prices and slaughter a good stock of whites because 
the calendar indicates “clearance sale time?” Sure- 
ly July is not a good time to sell spring shoes. 
Shoes dragged over from April when they should 
have been cleaned up in May, go into the clearance 
sale in July because of habit! 

Look at this! On the 30th day of June a woman 
wants a pair of white shoes and would be willing 
to pay $10 to $15 for them if it were not for that 
habit of clearance sales. But why should she pay 
the regular price when she may have them the 
very next day for a great reduction? See the fig- 
ures! June 30th, price $15, July 1st, price $7.95! 

For more than twenty-five years some of the 
wise men of the business have been gradually with- 
drawing from the July 1 madness. Many of them 
have abandoned clearance sales entirely. And 
they are going along pretty nicely, thanks, playing 
a little golf, fishing quite a bit, riding in a dandy 
car, going abroad once in a while and watching the 
figures grow in the bank book. Oh, yes! They may 
be all wrong about this thing, but they seem to be 
quite serene. Some of them never advertise a shoe 
at a cut price. Prices are reduced on slow sellers 
and they are pushed out through the medium of 
the well-known P. M. This plan keeps out those 
who patronize the store only for bargains. 

That hard-boiled old brother over in the amen 
corner arises and asks: “But whatinell are you 
goin’ to do with your odds and ends? We gotta 
have clearance sales, dern it all.” Clean ’em quick 
and often, brother. Have a look at Brother John- 
son’s advice in the RECORDER a few weeks ago. Get 
a good habit to work in your store. Adopt this 
rule: After thirty days begin to grease the skids 
for slow movers. After 60 days skid ’em. 
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TELL- U-HOW 


A new Boot and Shoe Recorder depart- 
ment in which will be found the solu- 
tion of merchandising problems sub- 
mitted by merchants to O. K. Johnson, 
Associate Editor of Merchandising Prac- 








The Inquiry 

A general store selling shoes, in 
a northwestern State, in a commu- 
nity with a city and farming popu- 
lation of about 20,000 people, faces 
the competition of twenty-four 
other stores where shoes are sold. 
Volume of business amounts to 
something over $12,000 with a stock 
of footwear that averages perhaps 
$10,000. The question is whether 
the editor of this department shall 
advise this merchant to continue 
in the shoe business; and if not, 
the editor is asked to tell him how 
to proceed in order to close out his 
shoe stock. 


The Answer 


OUR ietter of inquiry is sig- 

) nificant of the times. It may 

interest you to learn that 
yours is by no means the only shoe 
store facing a problem of the sort 
which you describe. Many a shoe 
man today is thinking about the 
same thing. 

The point at issue with you is, as 
Shakespeare put it, “to be or not to 
be.” You are wondering whether to 
give up your shoe business and sell 
out your stock for what cash it will 
realize, or to continue in the shoe 
business and make a studied, 
determined effort to operate 
your department profitably. 
For it is evident you are not 
willing, in view of present 
unsatisfactory conditions, to 
conduct the business any 
longer in the way you have 
been accustomed to do. 

Your letter furnishes little 
information about your store 
and business. But it seems 
that your stock-turn is ap- 
proximately 1.2, which is 
very low. It is about a third 
less than the average, and 
would need to be raised to at 
least 2 before you could count 
your business really profit- 
able and successful. 

Outside your store the situ- 





tice 


ation is enough to command the in- 
terest of any shoeman. In a com- 
munity of perhaps twenty thousand 
people, there are twenty-five stores 
selling shoes. It is probable that 
there would be enough shoe stores 
to supply the needs of your city and 
the surrounding territory if half of 
those now in existence were to 
close up. 


T is not a crime or a disgrace to 

close up a shoe store. If, as we 
are often told, this country is really 
sixty per cent over-supplied with 
shoe stores, it would be a good thing 
for the shoe industry if one shoe 
store in every three should close its 
doors. Hundreds of shoe _ stores 
ought to go out of business, and ulti- 
mately will be compelled to go out 
of business. The insistent question 
with you naturally is whether you 
should close up your shoe depart- 
ment or the other fellow should close 
up his shoe store. 

You will want to determine 
clearly in your own mind 
whether competition is wholly 
responsible, or just how much it 
is responsible, for the situation 
which your store is facing, or 
whether the actual responsi- 
bility lies within your store. 
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If the twenty-five stores selling 
shoes in your city have a total aver- 
age footwear stock of about $175,- 
000, and if your stock averages 
about $10,000, then you are appar- 
ently carrying in your store about 
5.7 per cent of the community stock. 
That is, if each of the stores carried 
an equal amount of shoe stock, there 
would be seventeen and a half stores 
the size of your shoe department. 
So, other things being equal, you 
would have about one chance in sev- 
enteen or eighteen to get the busi- 
ness of the people in your com- 
munity. 

So much for stock. But how about 
sales? How do you compare with 
other stores in the actual amount of 
business you get? If your sales are 
about $12,000, do the other stores 
sell about $198,000? (This figure is 
found thus: $12,000 times 17.5 minus 
$12,000.) Or do their annual sales 
run much greater than this? In 
other words, is your store doing as 
well as the rest, or is it losing trade 
to one or more of the other stores? 


OUR problem carries with it 

a genuine challenge. A man 
doesn’t want to give up a business 
undertaking as long as there is a 
chance to make good on his proposi- 
tion. This may be a matter 





“Will he ste pie or 
quit Ashing ? 


of sentiment; but the salva- 
tion of a puzzled man is that 
sentiment can be checked up 
with hard facts. 

You might put the question 
this way to your own soul: 
Shall I go on with this shoe 
business, make a determined 
stand, fight against the habit 
of losing business, give up 
trailing along behind a lot of 
others, march right up and 
take my place behind the 
band in the business proces- 
sion, make a drive to win big 
business and success for my 
store? Shall that be my ac- 
tion? Or shall I quit? 

What am I facing? What 
are the facts? 








~~ 
> 
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That is the spirit in which the 
problem should be approached. 

Now that the question has been 
definitely formulated in your mind, 
you owe it to yourself to decide it 
promptly. It must have a very un- 
settling effect on all your business 
plans and activities. You yourself 
are the one who must decide it. But 
in trying to solve it, you are surely 
entitled to all the help the RE- 
CORDER’S Department of Merchan- 
dising Practice can give you. 

Your problem calls for investiga- 
tion, for it must be said that the de- 
termining factor is neither the low 
turnover in your store nor the num- 
ber of your competitors and the ex- 
tent of their competition. The 
determining factor is to be found 
by a serious examination of the 
history and records of your busi- 
ness and of your competitors’ busi- 
ness. The point is—What is hap- 


pening in your store and in the 
other shoe stores in your city? 
Your letter does not furnish the 
information which is necessary for 
formulating judgment and counsel. 


Small Stock; Wide Style Variety 


A Buying Method Which Does the Trick 


és UR biggest problem is getting 
a wide enough variety of nov- 

elty shoes, and not having too many 
odds and ends. This town has a col- 
lege whose girl students come from 
the better homes. These girls know 
styles, always want something dif- 
ferent, and are fussy, as they should 
be, in being properly 
fitted. Ordinarily in 
a town of this size 
there is not much de- 
mand for the very 
narrow widths, but 
we find it necessary 
to carry many AAs 
to AAAAs, in order 
to serve them rightly. 
“The solution that 
we have worked out,” 
said G. E. Torbett of 
Garner-Alvis, George- 
town, Tex., “is to buy 
pretty shoes in lots 
of thirty-six or forty- 
eight pairs. A defi- 
nite buying size 
schedule has been 
worked out, so that 
we will have the 
proper run of sizes. 
Then from four to 
six style variations 


buying.” 


one size to another. 


So you will find a list of questions 
appended herewith. These ques- 
tions are not asked out of an in- 
quisitive desire to pry into the facts 
of your business. They are asked 
for two purposes. The chief inten- 
tion is to stimulate your thought on 
all phases of the subject which now 
is engrossing your attention, and to 
make sure that you have at your 
command certain important informa- 
tion on which to base your decision. 
You owe it to yourself to think 
about all these matters. Perhaps 
you will find, in your answers to 
these questions, the solution of your 
problem. The second purpose is to 
show you the sort of information 
which you should furnish to this 
department if you wish practical, 
specific counsel and suggestions. 
The RECORDER invites you to con- 
sult this department further. It 
will be a pleasure to go into this 
matter thoroughly on the basis of 
what information you may feel able 
or disposed to supply. Whichever 
way your judgment finally leads, it 
is quite likely that this department 


of a certain pattern are bought on 
this schedule. In this way we are 
able to show a customer a variety 
of styles in sizes that are sure to 
sell, eliminating the certainty of too 
many end sizes. By stressing fit 
over style, we are able to lessen the 
sales resistance. It is well known 


Z/X| OZ| OZ 


VZ/| Vo| Z| VIiV 


ZiLi0iZzioiliz 


“This chart,” says Mr. Torbett, “shows how we line up our 
Each one of the characters used (I, X, O, V and 
Z) represent a different style variation of the same pattern. 
This firm has found it easier and better merchandising to He 
switch a woman from one style to another, if she cannot be 
fitted in the style she first selected, than to switch her from 
Hence, this method of buying which pro- 
vides wide style variety, plenty of good fitting sizes and a 


small, clean, easily handled stock. 
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can be of more assistance. If you 
decide to continue your shoe busi- 
ness and try to build up your volume 
and increase turnover, you are wel- 
come to help with your merchandis- 
ing plans. If you decide to close out 
your shoe department, the Merchan- 
dising Practice Department will 
gladly outline a special plan for 
clearing out the stock and liquidat- 
ing your investment in footwear. 

The memorandum of questions 
follows. 


Memorandum of Questions 
GENERAL 


Is this question of continuing or 
closing out your shoe business a 
new one with you? 

How long have you been thinking 
about it? 

What brought the question into 
your mind? 

Was the question suggested by 
anything outside your store or by 
the inner history of your own busi- 
ness? 

[CONTINUED ON NEXT PAGE] 


that a customer will buy, or else 
come back and buy, a shoe that truly 
fits, so we place considerable impor- 
tance on fit in sales talks. 

“This size sheet shows how forty- 
eight pairs of one pattern, bought 
in five variations, look. We know 
that we will sell four times as many 
pairs of size 64%AA 
as 41%4AA, and so on, 
so buy in these pro- 
portions. Then, too, 
we are able to show 
the 644AA customer 
four different shoes. 
By having a pattern 
that fits, it’ is not 
an altogether difficult 
matter to switch 
from one style to an- 
other.” 

Mr. Torbett is a 
believer that the time 
is coming when all 
shoes will be sold 
only by registered, 
qualified shoe fitters. 
believes that 
proper fit will do 
more to make a sat- 
isfied customer than 
all the style in the 
world. 
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Crop and General Conditions Map 


As of [May 20, 1926 
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This is the original Douglas Condition Map, in use over thirty years for business purposes. Some changes for the 
better came in May with warmer weather and more sunshine following the widespread unseasonable weather in 


COMPETITION 

From your letter one would judge 
that you have already analyzed your 
competition rather carefully. But 
this is a point on which it is neces. 
sary to be very certain. You have 
classified your competition into ex- 
clusive shoe stores, dry goods and 
general stores handling shoes, cloth- 
ing stores and men’s shops handling 
shoes, factory branch stores, shoe 
shine parlors and repair shops all 
handling shoes. 

Doubtless some of this competition 
you can easily afford to ignore. For 
instance, is not the competition of 
shining stands and repair shops so 
insignificant that you can forget it? 
That sort of shop can hardly sell 
enough shoes to affect other stores 
noticeably. 

Cross off your list the names 
of all stores that do not really 
compete for your business. 


N the other hand, there may be 

a number of stores whose vol- 
ume of business is sufficient to make 
them a power to be reckoned with, 
by your store and by all the other 
stores. Check over your list and see 
how many such stores there are, 
which ones they are and how much 
business they are doing. Each of 
these larger stores demands careful 
study. Get down to brass tacks and 
gee just what part each plays in the 


April 


distribution of shoes to the people or 
your city and surrounding trading 
territory. You can doubtless make a 
good estimate yourself; but it is 
wise to check up on this by consult- 
ing Dun’s or Bradstreet’s to see ex- 
actly how each store is rated finan- 
cially. Perhaps you know your 
banker well enough so that you can 
consult him on this matter. 

There are, of course, lots of things 
other than financial standing which 
must enter into your consideration 
of the situation. Numerous ele- 
ments may prove to be important 
factors. So think over all these 
questions seriously. 

How in the world did so many 
stores in your city get into the busi- 
ness of selling footwear? 

Have they all been carrying shoes 
for years? 

Or have any of them been opened 
recently ? 

How many have been started since 
1920 and how important are they? 

Do you know whether some of the 
other stores are having the same 


- trouble as you? 


Can it be possible that all are in 
the same boat? 

Or are some of the stores holding 
their volume in spite of competition? 

Or are some of them driving ahead 
and gaining volume, building up 
business, and making money at it? 

How many of the other stores are 


larger than yours? 

How large are they? 

Are they likely, as things stand 
now, to grow still larger? 

Concentrate your study on each of 
the competitors, one by one, in turn, * 
and write out your answer to each 
question,-in order. 

What is the reason why people buy 
from him? 


AS he any business advantages 
that you do not have? 

What are they? 

What disadvantages, if any, handi- 
cap him? 

Does he have a more attractive 
store than yours? 

Has he more capital and does he 
make it work for him more effi- 
ciently? 

Has he any better factory connec- 
tions and does he buy more advan- 
tageously than you do? 

Is he a better all-around merchan- 
diser? 

Is he a better buyer, so that he 
purchases shoes which please and 
satisfy the people more than do the 
shoes you offer? 

Is his stock larger, more complete 
and more varied than yours? 

Does he carry a better ‘quality of 
footwear than you do? 

Does he offer better store service 
than you do? 

Are his salespeople more pleasant, 


[CONTINUED ON PAGE 79] 
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Men’s Sport Shoes—Out of Step 
With Sport Clothes 


Will Jazzing Them Up Be of Benefit? 


ences in New York that George 
Geuting of Philadelphia got on 
his feet and said: 

“If we are going to make the 
men’s shoe business better we have 
got to develop the peacock instinct 
in the man. If only enough men 
will get up courage enough to wear 
bright colored clothes and fancy 
raiment, this shoe business of ours 
will be as interesting as the women’s 
shoe business is.” 

Loud cheers from all present, and 
yet, in looking around the audience, 
it was noted that almost every man 
in the room was dressed in a blue 
or brown suit, with here and there 
a more courageous one sporting a 
colored shirt and collar. To look at 
the shoes was to get a picture of 
conservatism. One exception to this 
drab picture was the speaker him- 
self, who sported a gladsome attire, 
and his stature of more than six 
feet made him conspicuous by con- 
trast. Other exceptions were found 
among the shoe men from the Pa- 
cific Coast. 

Let us jump from that scene ir 
the Hotel Astor to the other side of 
the country and take a look at the 
picture given us by Robert Day, 
reproduced herewith from the Los 
Angeles Times. 

Here we see men invading the 
field of bright and dazzling color and 
design formerly the possession of 


|: was at one of the style confer- 





womankind. Just off the green we 
see two girls of the moment looking 
like. pale shadows in comparison 
with the blaze of fashion on the 
green. The women, as you notice, 
are conservative, in excellent taste, 
quiet and refined, and evidently 
struck dumb with amazement at the 
glory of color before them. 

The banker on the left is wearing 
gray and orchid 
trousers, green 
and white hose, 
and  Joseph’s 
coat cut down 
to a vest. The 
only backward 
thing about him 
is his shoes, but 
we have hopes. 





HE summer 

isn’t over 
and there is still 
opportunity to 
develop a_ line 
of fancy shoes 
to keep up with 
the picture. The 
proud fellow ad- 
dressing t he 
ball is a scream 
of colors. Even 
his shoes strike 
you as being in 
a brilliant col- 
lege effect. Part 
of the gallery is 


a lad who has motored over from the 
California Beach Club whose shoes 
are concealed by the glory of his 
garb. As for the last member of 


this threesome, the only thing that 
is missing in his get-up is the rouge 
stick. His shoes are blond. 

Well, that’s the picture that is 
painted in outdoor attire for men 
this summer. 
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By Robert Day in the 
Los Angeles Times 
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Here’s More Publicity Material 


News Stories About Shoes That Will Make the 
Public More Appreciative of Footwear 


What Size Shoes? 


Every Person a New Problem in 
Footwear Fitting 


“No two persons have feet exactly 
alike any more than they have faces ex- 
actly alike,” is the verdict of 


“I’ve examined several million pairs 
of feet in my long career, and I’ve yet 
to find two pairs exactly alike. Of 
course,” he continued, “my memory 
may be faulty but if any two persons 
will come to me with feet exactly 
alike in measurements, contour and 
characteristics, I will give them each 
a pair of the finest shoes in the store. 

“Furthermore,” went on the shoe 
man, “feet keep changing year by 
year, and even during the hours of the 
day. If I should fit you to a new pair 
of shoes at this late hour of the day I 
would fit them snug. Your feet are 
larger than they were in the morning, 
for they have swollen as they bore the 
burden of the day. 

-“TfI should draw a diagram of your 


feet today, and lay it away, you would 
not recognize it as a drawing of your 


feet ten years hence. Feet keep grow- 
ing and changing, because that is na- 
ture’s decree, and nature cast each pair 
of them in a different mold, and causes 
them to grow in different ways. 

“However,” continued the shoe man, 
as he shifted to an easier position on 
his chair, “I’m not complaining over 
the ways of nature, for if nature cast 
all feet in the same molds, like cakes 
of soap, then my occupation would be 
gone, and my skill of no more value 
than knowledge of stage coach driving. 

“Furthermore, I have to fit your feet 
according to the occasion of your wear- 
ing shoes. If it’s golf shoes you want, 
or tramping boots, I will fit them room- 
ily; and if it’s shoes for dancing that 

ou desire, I’ll fit them snug. I’ve put 

o. 4, No. 5 and No. 6 shoes, three 
different sizes, onto the feet of the 
same en | woman, and each pair has 
fitted satisfactorily, for she wishes the 
large shoes for walking, and the 
smaller shoes for dress wear. 

“Sizes of shoes are a puzzle to a lot 
of folks. But they are easily under- 
stood, if one studies them, the same as 
he stgdies inches, feet and yards, or 
any other standard system of measure- 
ments. 

“We begin our shoe sizes at No. 0, 
which measure just four inches in 
length. From this we move up by just 
a third of an inch for each size until 
we get size No. 138, or the limit of 
javenile run of sizes. Then we begin 
over again, starting at size No. 1, and 
move up by a third of an inch until we 
get size No. 15 in the men’s run of 
sizes, which measures just 12% inches. 

“In my opinion, the normal foot 
should be just 12 inches long, and that 














Our News Releases 


Hand these stories to your 
local newspaper editor. They 
are interesting, instructive and 
well worth printing in any 
newspaper. Insert your own 
name and the name of your 
store in the blank spaces. 











is why a measurement of 12 inches is 
called a foot. 

“Another point that may interest 
you is that the man six feet high usu- 
ally has a foot that is a foot, or 12 
incnes, iong. 

“Feet have changed in shapes and 
measurements in centuries, for the civ- 
ilized foot of today is much different in 
shape and size from the prehistoric 
foot. 

“But do not take too much stock in 
these current stories about feet of 
women being larger. Feet do not in- 
crease two sizes in length all of a sud- 
den, for they are not of mushroom 
growth. We fit a lot of feet with 
longer shoes, for style and comfort, 
and that may help to explain some of 
these stories about women’s feet being 
bigger. 

“Besides, you have noticed that 
women do not grow old any more, 
neither in face, figure nor dress. It’s 
the same with their feet. I recollect 
when we used to put comfort shoes, 
large and ample, onto the feet of 
women of 40. Now we fit women up 
to 60 with trim, snug novelty style 
shoes, with wood heels. Of course, we 
fit them a little larger, for feet from 
40 to 60 years old have the middle age 
spread, as the corset fitters say. That 
accounts for the sales of the larger 
size shoes, which has started this cur- 
rent story that women’s feet are 
larger.” 


Whence Cometh Shoes? 


The Wide World Contributes to 
Every Pair 


In a research to find how far afield 
the ingredients of a pair of shoes come 
from, —— —— of the 


says: 

Take a high-grade shoe with a patent 
leather vamp and a kid leather quarter 
or trimming. The vamp is made of 
Russian horsehide, tanned in this coun- 
try with a bichromate of potash, for- 
merly obtained from Germany. The 
quarter, in all probability, is made from 
the skin of a goat raised in China, 
tanned in Philadelphia with gambier 
brought from the East Indies. Wool 
oil from Michigan makes it soft and 








pliable. The brilliance of the patent 
leather is obtained by polishing it with 
a composition containing lampblack 
and turpentine from North Carolina, 
linseed oil from Ohio, damer from New 
Zealand, couchohe and asphalt from 
South America, wood naphtha from 
Michigan, benzine from Pennsylvania, 
amber from the Baltic Sea, sandarac 
from Africa, mastic from the Island 
of Scio, Greece, flemi from Asia, and 
Cuban lac. 

The lacing hooks and eyelets are 
made in Connecticut, the material in 
them consisting of alloys of zinc from 
the mines of Joplin, Mo., and copper 
from the Lake Superior district. 
Agatine, an ebony-like substance con- 
taining eight distinct ingredients 
gathered in Asia, South America and 
the United States, is used to coat them. 
The Australian kangaroo furnishes the 
leather for the tongue, the lining of 
which is felt, made in New York State 
from the wool of sheep grown in Ohio. 
This felt is glued to the back of the 
tongue with gum arabic from the Near 
East. 

The outer sole is obtained from the 
back of a Texas steer, tanned in Ken- 
tucky with bark from Tennessee, while 
the inner sole is made from the home- 
tanned hides of California cattle. The 
lifts of the heel are made from South 
American leather, and the dextrine 
which holds them together comes from 
Illinois cornfields. Before leaving 
South America the leather is partially 
preserved with chenang. The sole of 
heavy oak is stitched to a welt cut 
from Texas leather and made into welt- 
ing in Pennsylvania. The welt is 
stitched to the insole and upper with 
linen thread made from flax grown in 
Belgium and spun in Scotland. This 
thread is lubricated and strengthened 
with wax made from resin and tar ex- 
tracted from the pine trees of North 
and South Carolina. 

Portugal supplies the cork filler 
which keeps the moisture out of the 
shoe, the cork being mixed with a solu- 
tion of pitch and tar from the Caro- 
linas. The base of the leather box toe 
is made from Texas hides hardened by 
shellac which, in the crude state, comes 
from Siam. The counter originally 
comes from the Argentine. Over the 
box toe is a protector made of Georgia 
cotton and coated with a composition 
of Para rubber. The felt heel pads 
are produced from the same sources 
as the lining of the tongue. The twill 
used in lining the shoe is made of Texas 
cotton, woven in Massachusetts mills 
and stiffened in Philadelphia with a 
paste produced from Kansas wheat 
flour. 

Thread spun from Sea Island cotton 
supplies the top stitching, while the 
silk thread used in stitching comes 
from Japanese raw silk spun in Con- 
necticut. The silk label also originates 
in Japan, but is woven in New Jersey. 
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Panel Effects for 














An evening shoe in bronze patent 
with a gold design leather panel 
effect 














An afternoon shoe with real king 
snake panels and black patent 
leather bordering 




















A novelty fall sport effect in two 
tones of leather panel and quarter 
in suede 
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swer to the flapper’s praye1 

for style and more style. We 
are coming into the smartest shoe 
season that the shoe trade has 
ever experienced. 

One of the outstanding new 
things in pretty shoes for fall will 
be the panel effect in slippers and 
oxfords. The panel gives a 
greater latitude to the designer 
in creating new shoes. Panel ef- 
fects have been developing for 
eighteen months in the fine cus- 
tom shops in New York, and in 
the -stores along Fifth Avenue. 
The demand has been slowly but 
surely growing, and the only 
thing that has kept the style 
from sweeping the country has 
been that it takes good shoemak- 
ing and good blending of materi- 
als to get the right effect. 

The panel effect gives a border 
that has two purposes. It is a 
frame to the novelty material 
used in the center of the panel, 
and it is a protection in the prac- 
tical side of the wear of the shoe. 
The difficulty in using light col- 
ored snake effects and printed 
leathers has been that the ma- 
terial is not easily cleaned, par- 
ticularly around the edges. A 


|: it “chic’? That’s the an- 


‘neutral dressing will clean the 


fancy leathers in the center. That 
has contributed much to the 
growing interest in panel effects. 


Heels dec- 
orated with 
alligator 


The latest 
thing in fan- 
cy heels 














Pastel brocade in the panels and a 
gold kid heel, quarter, vamp and 
front strap 











Printed lizard border with blond 
kid vamp, quarter and heel 














Snake heel, strap and front effect 
in an afternoon shoe 
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Gotham Silk Hosiery Buys 
Largman, Gray Factory 


The Gotham Silk Hosiery Com- 
pany, Inc., makers of Gotham Gold 
Stripe Silk Stockings, has bought 
the Largman, Gray Company Ho- 
siery Mill at Torresdale Avenue 
and M Street, North Philadelphia. 

With the taking over of this 
plant, making its seventh manufac- 
turing unit, the Gotham Silk* Ho- 
siery Company, Inc., strengthens its 
position as the largest manufactur- 
er of full fashioned hosiery selling 
direct to the retailer. All of the 
Gotham plants make Gold Stripe 
silk stockings only. 

Final arrangements were com- 
pleted on June 7, the deal being 
negotiated through the principals. 
No brokers participated. 

Following the usual practice of 
the Gotham Silk Hosiery Company, 
Inc., the purchase was made out of 
current funds and without bank 
loans. No additional financing will 
be done. It is understood that the 
deal involved practically $1,500,000. 

The new group of buildings in- 
cludes mill, dye house, boiler house 
and garage, and constitutes the 
newest as well as one of the larg- 
est and most completely equipped 
full fashioned hosiery mills in the 
Philadelphia area. The buildings 
are of tapestry brick, concrete, 
steel and glass. The main struc- 
ture includes four stories and 
basement. The broad daylight 
floors accommodate two rows of 
twenty section full fashioned ma- 
chines. 

By the acquisition, the Gotham 
Silk Hosiery Company, Inc., adds to 
its present output by 250,000 dozen 
per annum, with a potential pro- 
duction in this one plant of 500,000 
dozens. 

“With shipments ahead a full 
45% for 1926, and 80% for May,” 
said Roy E. Tilles, vice-president 
and general manager of the Gotham 
Silk Hosiery Company, Inc., “and 
with demand assuming even larger 
and more insistent proportions, it 
became imperative to buy a run- 
ning mill. Plans had been drawn 
for extensions to Mill No. 6, but we 
could not spare the time for build- 
ing. More machinery is being in- 
stalled in all units as quickly as 
it can be procured.” 


Noon Closing in Kenosha 


KENOSHA, WIS.—Noon closing on 
Wednesdays through July and Au- 
gust was decided upon by the Down- 
town Business Men’s Association. 
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Henry Lilly Visits Boston 

Henry Lilly, president of the 
Henry Lilly Co., New York, was a 
recent visitor at the RECORDER office. 
Mr. Lilly, an 85-year-old shoe “vet,” 
comes to Boston very frequently. He 
is as active as a man of 65, and 
conducts the Wednesday and Friday 
auctions of shoes and rubbers at his 
warehouse, 88-90 Reade Street, New 
York, just as he did in the days fol- 
lowing the Civil War. 

Mr. Lilly was a quarter sergeant 
in the 14th Infantry, Sykes Division 
of Regulars, going out from Penn- 
sylvania. He attributes his good 
health and longevity to the fact that 
he has always been a “moderate 
man.” 


He Likes to Auction Shoes 


Henry Lilly first “fell in love” with 
the auctioneering business way back 
in Tunnel Hill, Pa., when, a little 
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Henry Lilly, founder and presi- 
dent of the Henry Lilly Co., 
New York. At 85 years-plus, 

, this G. A. R. shoe “vet” conducts 
shoe auction sales every Wednes- 
day and Friday 
barefoot boy, a furniture auctioneer 
gave him 25 cents to go around town 
and ring a bell announcing the sale. 
For a few years after the Civil War 
he helped to build railroads, and in 
1867 answered an ad. of A. S. Rich- 
ards, former wholesaler of New 
York, for an assistant bookkeeper. 
He got the job, although there were 
350 other applicants. He was later 
appointed manager and auctioneer, 
and 26 years ago purchased the 
Richards’ business. While head of 
the house, he has always continued 
his work as auctioneer, and has the 
distinction of. being one of the very 
few, if not the only, shoe auctioneer 

in the country. 
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Personnel Changes 
at Craddock-Terry Co. 


The board of directors of Crad- 
dock-Terry Co. at the home office, 
Lynchburg, Va., a few days ago, 
elected W. D. Hogan a vice-president 
of the company with authority as 
general manager of the McElroy- 
Sloan Shoe Co., St. Louis, Mo., West- 
ern Department, Craddock-Terry Co. 

Mr. Hogan has been affiliated with 
the Craddock-Terry Co. for the past 
twenty years, during most of which 
time he was the leading salesman of 
the Geo. D. Witt Shoe Co. branch, 
making his headquarters at Knox- 
ville, Tenn. About two years ago he 
was put in charge of the Universal 
Shoe Mfg. Co. branch of the Factory 
Department of the company’s Lynch- 
burg factories, catering to the large 
city trade, and having especial 
charge of styling the factory prod- 
uct. He made a pronounced success 
of this work, and recently he has 
been transferred to St. Louis. He 
will continue a general supervision 
of the company’s several style de- 
partments, but will reside in St. 
Louis and primarily direct the busi- 
ness of McElroy-Sloan Shoe Co. 
Those who know Mr. Hogan predict 
a brilliant future for him in his new 
field. 

At the same time the board elected 
George P. Utley, managing director 
of Harsh & Chapline Shoe Co., Mil- 
waukee, Wis., its Northwestern De- 
partment. Mr. Utley in this position 
succeeds C. O. Chapline, who sev- 
ered his. connection with the com- 
pany by resignation on May 1 last. 
Mr. Utley is well equipped for his 
new position of enlarged authority 
and responsibility, having worked 
with Nunn & Bush in the sales de- 
partment for a number of years, 
and subsequently was associated in 
a responsible way with the Menzies 
Shoe Co. of Fond du Lac, and more 
recently has been president and gen- 
eral manager of the Ogden Shoe Co. 
of Milwaukee. His friends predict 
for him an enlarged success in his 
pew connection. 

It is stated that the business out- 
look of Craddock-Terry Co. for all 
of its branches is exceptionally good. 
The Lynchburg factories have been 
running full since Jan. 1, and for the 
first time in several years appar- 
ently will not have any slowdown 
period during the usually dull sum- 
mer months, but are planning to run 
to capacity for the rest of the year. 
The business with its Lynchburg 
and Milwaukee branches is showing 
a steady increase, and it is believed 
will be busy the rest of the year. 
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The Retail Shoe Salesman 


Let’s Get More Shoes Sold Right Through Learning How to Do It! 
Advancement Through “Know-How” 





The Whys and Wherefors of the 


“Whiney” Woman Customer 


tomers there is a whiney 

woman,” said the buyer and 
manager of a shoe store recently to 
a group of his salespeople. The 
regular weekly morning meeting 
was being held. The buyer was in 
analytical mood. He _ continued: 
“You boys and girls know the 
whiney customer: She is never satis- 
fied, always complaining, finding 


66 S= place in your list of cus- 


fault with everybody and every- 
thing; she cannot live in harmony 


with her neighbors, nor even with 
the members of her own family— 


This is the “Know'It All” cus- 
tomer class. They may be 60 or 
16; short or tall; fat or slim; 
bobbed or unbobbed heads; short, 
or shorter skirts. No mere sales- 
man can tell ’em a thing 


always whining about something. 

“Ten to one, she picks a whiney 
color, too—which is the way gray 
‘talks’ to me in the shoe color lan- 
guage. You show her a gray shoe. 
This has perhaps a blue or a pink 
tone. It whines and complains when 
thrown into the society of popular 
dress shades. 

“When the whiney woman cus- 
tomer comes into the store and asks 
for gray shoes, she has in mind a 
color picture of a shoe made from 
a piece of leather which exactly 
matches her gown. 

“T had a whiney woman customer 


who wanted gray only yesterday. 
She brought with her a sample of 
a new dress she was having made— 
it was in a light shade of gray, in a 
very soft weave of silk, on a slightly 
blue cast. I showed her several pairs 
of shoes; some were lighter, some 
were darker; some had more blue, 
some had less; some had pink tones, 
but none, of course, exactly matched. 
I showed her swatches.of gray kid, 
but none of them exactly matched. 
I then persuaded her to try on 


The Woman Customer who faith- 
fully follows the fashion maga- 
zines. This lady is analytical too. 
She selects shoes for the occa- 
sion, and to harmonize with her 
personality 


patent leather. But she still had 
gray in mind and went out to ‘shop 
around.’ Several hours later she 
came back, all fagged out; she told 
me that she had been in nearly 
every store on the avenue and could 
not find a gray shoe to her sample. 
Finally she bought the patent 
leathers. 

“To analyze the woman customer 
and grays a little further. I have 
comé to the conclusion that there are 
two classes of women who buy gray 
shoes: First, the woman who will 


buy anything that the fashion mag- 
azines say is popular; second, the 
woman of refined taste, who has 
learned that certain shades of gray 
are becoming to her and who is for- 
tunate enough to find a gray shoe 
that will not clash nor ‘whine’ when 
worn with these gowns. The price 
is not the deciding factor in either 
case. 

“With the impetus which the style 
news has given to gray, the woman 
who buys anything in shoes that is 


The “whiney” woman, who 

“shopped around,” came back 

several hours later “all fagged 
out” 


supposed to be ‘it’ rushes in and de- 
mands a pair of gray shoes. 

“She is not particular about the 
shade nor the price—she usually has 
a price range, but she will stretch 
this several points if she sees a gray 
shoe which she likes. If you ask her 
what she expects to wear in gowns 
when she wears these gray shoes, 
she is likely to say, ‘Oh, everything,’ 
and she does. 

“This class of customers includes 
women of all ages: The woman may 
be sixteen or she may be sixty; she 
may be short, or tall, or fat, or slim; 
she may have her hair bobbed and 
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Join The 








“Prexy” P. F. Girard of 


the Boston Retail Shoe 
Salesmen’s Association and 
other heads at the helm of 
the Boston Retail Shoe 
Salesmen’s Association, Inc., 
are mighty busy these days 
getting “all fixed up” for 
possible applicants to the 
proposed National Retail 
Shoe Salesmen’s Associa- 
tion, Inc. New members 
will be “initiated” during 
the days of the Boston Shoe 
and Leather Fair, at the 
Mechanics Building, Boston, 
July 6-8 


curled, or bobbed and straight, or it 
may not be bobbed at all. Her skirts 
may be long, short, or shorter. Call 
her a flapper if you wish, or give 
her any other name that pleases 
you; but if she is blindly following 
the style writers and advertising 
without considering what footwear 
will harmonize with her personality 
and apparel, and if she decides gray 
shoes are ‘it,’ she will buy gray 
shoes every time. You can’t tell her 
anything. She knows it all. 


Boston “Boosting” a 
National 


BostoN—The executive committee 
of the Boston Retail Shoe Salesmen’s 
Association has appointed sub-com- 
mittees who, with President P. F. 
Girard, have been holding frequent 
meetings at the J. L. Esart Co.’s 
store, where Mr. Girard is salesman, 
for the purpose of preparing tenta- 
tive plans for a National Retail 
Shoe Salesmen’s Association. The 
General Committee on Organization 
is composed of the following: P. F. 











wih 
A preamble is being written 





Syracuse Forms Salesmen’s 
Association 


A Syracuse Retail Shoe Salesmen’s 
Association has been formed. On 
June 18, in the meeting room of the 
Syracuse Chamber of Commerce, 
fifty retail shoe salesmen and their 
friends, numbering about 100, held 
an interesting and constructive “get- 
together.” It was decided to form 
an organization on the same lines as 
the nationally indorsed Boston Re- 
tail Shoe Salesmen’s Association, 
Ine. 

Harry C. Copeland of Syracuse, 
advertising manager of the Worbass 
group of Walk-Over Boot Shops, 
presided. There was vocal and in- 
strumental music and Helen M. 
Haney, associate editor of the Boor 
AND SHOE RECORDER and publicity 
chairman of the Boston Retail Shoe 
Salesmen’s Association, Inc., told 
how the Boston association has suc- 


Harry C. Copeland, advertising 

manager of the five Worbass 

Walk-Over Boot Shops; head- 
quarters in Syracuse 


cessfully helped its members to be- 
come more valuable to themselves 
by becoming more valuable to their 
employers, the retail shoe mer- 
chants. Miss Haney gave sugges- 
tions for a constitution and by-laws 
and assisted in the “launching” of 
the new association. 





Girard, at J. L. Esart Co.; Robert 
F. Wright, Jordan, Marsh & Co.’s 
shoe department; E. A. Kuhlen, 
Walk-Over Shoe Shop, Tremont 
Street; Fred N. Greenwood and P. 
E. Thayer, at Thayer McNeil Co., 
Temple Place and West Street; R. L. 
Upton, Gillett-Upton, Inc., Tremont 
Street; R. W. Daley, Daley-Williams 
Co., 114 Bedford Street; Helen M. 
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Don’t show shoes unless on the 
oot 


Haney, associate editor, BooT AND 
SHOE RECORDER; and Fred W. Small, 
The Gilchrist Co. 

The Invitations Committee, com- 
posed of Fred N. Greenwood, R. W. 
Daley and Helen M. Haney, is send- 
ing out invitations to other retail 
shoe salesmen’s associations as well 
as store organizations and individ- 
uals throughout the country to be 
present in person or by proxy at a 
meeting to be held in Boston, at the 
Mechanics Building, during the days 
of the Boston Shoe and Leather 
Fair, July 6-8. 

However, it is the wish of the Bos- 
ton Retail Shoe Salesmen’s Associa- 
tion, Inc., that the heads of all re- 
tail shoe salesmen’s organizations, 
whether they are formed as a city 
group composed of the salesmen 
from several stores, or from single 
store groups, should be present at 
this meeting, either in person or by 
proxy. Therefore, the Invitations 
Committee, realizing that their lists 
are incomplete, ask retail salesfolk 
everywhere to accept this notice as 
an invitation to get in touch imme- 
diately with Chairman Fred N. 
Greenwood, at Thayer McNeil Co., 
Temple Place and West Street, Bos- 
ton, and notify him as to whether 
or not they are to be represented in 
person or by proxy at this meeting. 

Summer excursion rates on all 
railroads are in effect. From all 
points east of Ogden, Utah, Marble- 
head, Mass., is the nearest-to-Boston 
summer resort point. From all 
points west of Ogden, Boston is a 
summer resort point. 


A constitution is being framed 
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HEARD IN A SHOE STORE 

















“What are we coming to?” moaned the 
customer 





The Customer (gloomily) — Fifteen 
dollars for a pair of shoes! What are 
we coming to? 

The Dealer (affably) —Coming to 
get other pairs of good shoes, in due 
time, let us hope. 





Flippant Conjecture 


“The Old Man is preparing for a 
drive, I guess.” 

“Why?” 

“He increased his order for mules.” 





Incompatible 
The Old Guy says: Shoppers ought 
not expect shoes big in value to be lit- 
tle in price. 





That’s the Talk 


“IT can’t see where you fit as a shoe 
salesman.” 

“Just watch me sell when you have 
a few leisure moments. I'll be glad to 
show you.” 





“Dippy” Definitions 


Cobbling: A trade tradition. 
Holdups: Stocking supporters. 
Oxz-Fords: Pleasure cars of the feet. 


Let’s Tell ’Em 


That spats show when the mercury 
is low. 

That shoes are not to be kept on 
hand, but are to be put upon feet. 

That it is a long way to the tip of 
a tapering toe ; 

That caution is commendable even if 
delays are said to be dangerous. 








And the Traffic Cop Said: 
There are no two ways about it; 


young fellow. It’s a one-way street. 
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| The June Prize Problem Will Bring 
$10.00 to Some Retail Sales Person 


How Should Customers Be Assigned to the 


F IFTEEN dollars in prizes for 
the best thinkers. 

Ten dollars for the best answer 
to the current problem. 

Five dollars to the second best. 

The ideas in your letter on the 
subject are what win. Poor com- 
position and bad spelling are sec- 
ondary considerations. 

This is one of the most difficult 
questions of present-day’ shoe 
merchandising, because it means 
so much in the fair treatment of 
salesmen and in keeping up the 
morale of the sales staff. On the 
proper solution of this problem 
means more business for the 
shoe store. There are, of course, 
certain customers who want cer- 
tain salesmen, only, to wait upon 
them. Then, too, there is the 
consideration of working on 
stock. 

How should these facts be rec- 
onciled with giving all of the 
salesmen a fair show? 

Balance -your answer, too, with 
the following thought that there 
might be a place, perhaps, in the 
average store, for a man to look 
after stock, exclusively; to see to 
it that shoes are kept moving by 
encouraging the salesmen to sell 
this or that number. The sales- 
man on the floor is so selected be- 








Salesforce? 





cause of his “high powered” shoe- 
fitting, shoe-selling ability; but 
there might be an equally “high- 
powered” man on stock. 

Such a man would need a quick 
knowledge of where stock is 
racked; of the new goods coming 
in; the specific information on 
slow movers and quick movers; 
and the details of shoe selling. 
A man with an exceptionally 
good memory should be chosen 
for this job. He might be paid 
a regular salary and a bonus for 
answering the questions of the 
rest of the staff. He would be 
the kind of an adjunct to the 
selling force who knows every- 
thing there is to be known about 
shoes, understands merchandis- 
ing, and knows about everything 
in the store. 

SEND YOUR ANSWER TO 
THE EDITOR OF “THE RETAIL 
SHOE SALESMAN,” BOOT AND 
SHOE RECORDER, 207 South 
Street, Boston, Mass.. SO THAT 
IT WILL BE RECEIVED NOT 
LATER THAN JULY 3. 

Winners will be announced in 
this department July 17. Only 
men and women actually engaged 
in selling shoes and hosiery at re- 
tail are eligible to enter this con- 
test. 











as 


Prize Problem Winners 


The May prize problem: “When a 
customer insists upon a shoe that 
the salesperson knows is too small 
for her foot, should he sell her that 
shoe?” brought forth an unusually 
large number of replies and several 
commendations of the RECORDER’S 
choice in the selecting of shoe sell- 
ing problems. It is pleasing to note 
the genuine interest taken in these 
problems. The answers show that 
many retail salespeople throughout 
the country are scientific shoe sellers 
and fitters. It was difficult to decide 
who should be the prize winners, so 
good were all the answers. 

The first prize of $10 is awarded 
to George N. Earle, salesman for 
Wm. P. Purfield, Ann Afbor, Mich. 

The second prize is awarded to 
C. H. Savard, salesman for Volk 
Brothers, Dallas, Tex. 

We are publishing Mr. Earle’s 
answer, in part, herewith. 


Several Consideration Angles 


“The first point to be considered 
is the kind of store and the class of 
trade you are trying to reach. If 
your store is the kind that is retail- 
ing shoes on a close margin, work- 
ing for a large volume and quick 
turnover, whose only appeal to the 
public is price, then you will prob- 
ably sell the customer regardless of 
the fit. If she sees nothing but the 
dollar sign in shoes then she is go- 
ing to be misfitted in all probability 
anyway, and you might just as well 
sell her as someone else. But if 
your store is a high grade store, 
selling the class of people who want 
and appreciate service, then the 
problem is complicated. 


When Things Are Complicated 


“Take the case of the young flap- 
per who comes in and considers 
nothing but style—perhaps only a 
certain height of heel or some freak 
pattern—and refuses to look at any- 
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Percy E. Thayer, chairman of 
the Educational Committee of 
the Boston Retail Shoe Sales- 
men’s Association, Inc., speaking 
from a 12 years’ experience as 
an executive of this association, 
says that he believes that there 
is a good field for a National Re- 
tail Shoe Salesmen’s Association 
organized on the same lines as 
that of “The Hub’s” 


thing else in which you can fit her 
properly. Tell her the shoe is 
plenty snug, but don’t refuse to sell 
her if she insists upon buying it 
against your advice. Offer to ease 
them so as to make them as com- 
fortable as possible and tell her to 
come in after she has worn them a 
few times to let you see how they 
are working out. Be sure you tell 
her frankly that the shoes are too 
small for her, so as to prevent 
future argument, and it is a good 
policy to make records of suq@p cases 
to have as evidence if necessary. 
“Now a lady beyond the flapper 
age enters the store and wants to 
buy a shoe that you know is too 
small for her foot. Tell her con- 
vincingly that it isn’t right for her 
and point out the discomforts it will 
cause her—eventually, a general 
breakdown in health, as foot trouble 
eventually affects the nerves and 
general disposition of the patient. 
Advise other patterns that you know 
fit, and if you have impressed her 
properly as knowing your business 
and working not for the sale of a 
pair of shoes but for her welfare 
and comfort, she will select another 
style and be satisfied. If you can’t 
sway her, refuse to sell her. It is 
the best advertising you can invest 
in and will do more to impress her 
favorably than anything else you 
ean do. She will tell others: ‘Why, 
they refused my money for a pair of 
shoes because they couldn’t recom- 
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Honorable Mentions for 
May Problem Answers 


Awarded to the following: 

W. F. Georg, Van Degrift’s Shoe 
Co., Los Angeles; T. E. Miller, with Gil- 
more & Smith Shoe Co., Grove City, 
Pa.; G. D. Thorp, The Dixie, Sentinel, 
Okla.; Charles E. Neal, with Karl 
Sutherland’s Shoe Store, Bloomington, 
Ind.; V. A. Roseberg, with W. E. Jett 
Mercantile Co., Blackwell, Okla.; Joe 
R. Murphy, Watt & Patterson, Wil- 
mington, Ohio; H. L. Austen, Dixie 
Shoe Store, Baltimore, Md.; Samuel 
L. Garver, The Val Smith Store, 
Waynesboro, Pa.; Helen K. Delaplane, 
Delaplane Shoe Co., Cherokee, Iowa; 
Pat Wayne, Bendheim’s Shoe Store, 
Altoona; Pa.; Paul O. Campbell, T. H. 
Campbell & Bros., Middlesboro, Ky.; 
Thomas Peterson, Council Bluffs, 
Iowa; Jerome Zimmer, with the Petot 


Shoe Co., Canton, Ohio; Harry R. 
Webb, New York; Roy W. Youngblood, 
Regent’s, Amarillo, Tex.; Paul S. 
Ragnvald, Havre, Mont.; Andrew 


Reiss, Bullett’s Shoes, Buffalo, N. Y.; 
Myrtle Danley, Cochran, Blair & 
Potts, Belton, Tex.; Ben Jacobson, 
East Orange, N. J.; W. R. Hawk, Sol 
Nachman’s Department Store, New- 
port News, Va.; C. M. Angelini, Solo 
Serve Co., San Antonio, Tex.; O. D. 
Creech, Broadway Shoe Store, New- 
port News, Va.; Otto Marshall, with 
The Famous, Perry, Okla.; Louis H. 
Anderson, Anderson Brothers & Com- 
pany, Carroll, Iowa; L. M. Walters, 
Roscoe Griffin Shoe Stores, Rocky 
Mount, N. C.; Esther Lazarus, Sol 
Nachman’s Department Store, Newport 
News, Va.; S. M. Summerlin, manager 
of children’s department, the Wolff & 
Marx Company, San Antonio, Tex.; 
Leo Dragon, Webster, Mass.; Don Duf- 
fee, Wohl Shoe Co., Columbus, Ohio; 
Victor J. Marks, Danville, Pa.; Al 
Winter, Winter Shoe Shop, West Ho- 
boken, N. J.; Lawrence L. Kay, 
Struthers Berner Co., Geneseo, IIl. 





mend them to be comfortable.’ Even 
though you lose that sale tempo- 
rarily, you are building a reputation 
for the morrow. 


Only Two Cases “Went Bad” 


“I wish to state that if this situ- 
ation is handled in the right. man- 
ner, by creating a favorable impres- 
sion the prospect will select another 
pair. For the past five years I have 
been connected with a shoeman who 
has been in business for over a 
quarter-century here in Ann Arbor, 
and I know of only two cases where 
we have had to refuse to take a cus- 
tomer’s money. Through this policy 
of correct fitting, service and truth- 
ful advice we have now reached the 
goal where a customer no longer 
says, ‘I want this or that style in 
such and such a size,’ but ‘I want 
my feet fitted in something suitable 
for sport, street or evening,’ as the 
case may be. We are approached in 
a professional manner by a patient 
who asks our advice and follows it.” 
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To Joe Bott of Dubuque 


We’re giving credit, where credit is 
due! 

This feller sells stockings with every 
shoe! 

With each boot Bott sells, he also 
sells hose— 

And that’s the way his sales slip 
G-R-0-W-S! 


Character Counts 


In life’s struggles, in stress and 
storm, it is not the great intellect, 
but character, that wins out. Talent 
may be inherited, but virtue grows. 
—Charlotte C. West, M. D. 


‘Intensive Salesmanship 


Necessary 


Edward C. Fielding has sold shoes 
over the fitting stool for 32 years. 
He started his career as a salesman 
at Thayer McNeil Co. He has been 
manager of one of the W. L. Doug- 
las shoe stores. For seventeen years 
past he has been salesman at Jones, 
Peterson & Newhall Co., Bos- 
ton. He states that there is a 
marked difference between the old 
days and the new in the demand for 
service on the part of the public. 

Mr. Fielding has a large follow- 
ing, whom he cultivates by writing 
them or calling them on the tele- 
phone when he has some new shoe 
in which he thinks they will be in- 
terested. He states that a longer 
period is required in fitting a cus- 
tomer than formerly. His solution 
for the present problem in selling 
women’s style shoes is intensive 
salesmanship. 





E. C. Fielding, shoe salesman at 
Jones, Peterson & Newhall Co., 
Boston 
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Wednesday. 


prize contests. 








First Hosiery Exposition 
Staged 


The first national exposition of 
American manufactured hosiery 
and underwear was held June 9 to 
15 in the grill room of the Hotel 
McAlpin, New York, and served to 
bring about a greater appreciation 
of the trade and public to the prog- 
ress that the knitting art in this 
country has made in recent years. 
While there was some buying done 
at the exposition, business was not 
in large volume. The prime ob- 
ject of the exposition, however, 
was not to sell hosiery and under- 
wear to jobbers and retailers, but 
rather to gather together the vari- 
ous types of merchandise and to 
present a composite picture of the 
entire industry. 

There were 60 exhibitors in the 
exposition, with hosiery predomi- 
nating. In addition to the regular 
lines of hosiery produced by the 
mills exhibiting, some new ideas 
were launched, such as the Sesqui- 
centennial stocks, with a clocking 
of Liberty Bells, a line of sports 
hose with clocking of golf clubs, 
tennis racquets, etc., musical lad- 
der hosiery, with notes embroid- 
ered, and Prom hosiery, in which 
college monograms furnish the 
decorative motif. 

As a tribute from the exposition, 
chiffon silk hosiery embroidered 
with the crests of Italy, Belgium 
and Holland were sent to the 
queens of these respective coun- 
tries on the opening night, June 9. 

A more complete review of the 
exposition, which was sponsored by 
the National Association of Ho- 
siery and Underwear Manufactur- 
ers will be published in the Hosiery 
Section of the Boor AND SHOE RE- 
CORDER of July 3. 

The success of the exposition 
led to plans for another show on 
a larger scale, next year. 


Final details of the program for the Boston 
Shoe and Leather Fair to be held July 6, 7 and 
8, were perfected at a luncheon meeting of the 
organization called by President Everett Brad- 
ley, and held in the Hotel Essex, Boston last 


In addition to the Merchandising Conference, 
which has already been treated extensively in 
past issues of the Boot anp SHoE Recorper, and 
of which the list of speakers will be published 
in the June 26 issue, there will be a number of 
These contests will cover ad- 
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Boston Style Show Program 


vertising and window display, and beautiful sil- 
ver cups will be awarded the winner. 

Another enjoyable feature will be the regular 
trip down the harbor by boat, complete details 
of which have not yet been formulated. 

There will be also an educational exhibit in 
the shape of newspaper advertising, dealer helps 
and window displays, which will be held in the 
balcony leading to Paul Revere Hall, adjoining 
Mechanics Building, where the Fair is to be 


held. 


The Californians’ New 
Leader 





Al Katchinski, president-elect of 
the California Shoe Retailers’ 
Association. He comes back with 
renewed vigor to make his asso- 
ciation the most conspicuous in 
the land for accomplishment. He 
served well as vice-president of 
the N. S. R. A. and then, through 
pressure of work, stepped out of 
the national picture for awhile. 
Welcome back, Al! 


SAN FRANCISCO.—At the closing 
session of the California Shoe Re- 
tailers’ Association convention at 
the St. Francis Hotel here, Al Kat- 
chinski was made president for the 
ensuing year. Other officers se- 
lected by the newly elected board 
of directors were Carol S. Wills, 
first vice-president; Frank Bush, 


second vice-president; Jack Rogers, 
secretary-treasurer, and Frank Rit- 
tigstein, manager. Directors named 
to the board were Al Gude, Frank 
Bush, Melville Kaufman, Al Kat- 
chinski, Ed Lerner, Jack Rogers 
and Chester Herold. 













. The site for the next convention 
will be selected later at a special 
meeting of the board of directors. 


Robert A. Taylor Is Dead 


East WEYMOUTH, Mass.—Robert 
A. Taylor, high-grade shoe traveler, 
for twenty years with Alden, Walk- 
er & Wilde, Inc., is dead. Mr. Tay- 
lor died of influenza on May 6 after 
an illness of only eight days. He was 
50 years old and had made the shoe 
business his life’s work, first as 
manager and buyer for shoe depart- 
ments and later, for twenty-two 
years, selling shoes on the road. His 
first road representation was for L. 
M. Reynolds and later for H. M.:Cur- 
rier. His connection with both of 
these houses lasted for about two 
years—the other fifth of a century 
being spent in the representation of 
Alden, Walker & Wilde, Inc. 

He leaves a widow and a brother, 
Jenks Taylor, of Marshall, Tex. 


Color Harmony 
[CONTINUED FROM PAGE 39] 


of the bloom’ on the peach; iris- 
mauve, an evening shade, a dulcet 
mauve with a grayish violet hue the 
tint of dew-silvered iris; evenglow, 
a light castor. with a decidedly 
mauve undertone suggestive of twi- 
light just after sunset; and blue fox, 
a standardization of that popular 
shade. 

Standard shades repeated on the 
card are atmosphere, nude, peach, 
sunset, blush, champagne, grain, 
bran, French nude, moonlight, pip- 
ing rock, dove gray, shawod, and 
mauve taupe. These and the new 
colors on the fall card were selected 
by a color committee jointly ap- 
pointed by the Textile Color Card 
Association and the National Asso- 
ciation of Hosiery and Underwear 
Manufacturers. 
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zn Ferris representatives, in 


various parts of the country, 
are now showing over fifty 


sparkling new styles for the 











‘5 


junior and senior Miss, both 
for immediate use and for 
Fall and Winter service. 





A new slash pump— Model No. 180 
fascinating in the 
smaller reptile leathers 
of various colors. 





A delightful variation 
of the d’Orsay opera 
pump. All leathers. 
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Pes HE Junior and 


Senior Miss— 





these are the girls 
whom you find it in- 
creasingly difficult to 
satisfy. They have 
all of the style knowl- 
edge of women—and 
even more foot con- 
sciousness;—and yet, 


in justice to their de- 


veloping feet, you 
dare not fit them in 


women’s shoes. 


This is exactly 
where FERRIS shoes 
step most perfectly 
into the picture. They 
are especially de- 
signed to fit and cap- 
tivate these girls — 


and they DO. 


me FERRIS SHOE se. 


For over 50 years makers of Children’s, Misses’ and Growing Girls’ Finest Shoes 
PHILADELPHIA 
Welt Factory at Philadelphia, Pa.—Turn Factory at Cleveland, O. 
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ERE’S the Keds style they all 
want! Baseball, tennis, basket- 
ball, camping—for every athletic 
need the new Royal Tread is right. 


Made for both indoor and outdoor 
wear, the Royal Tread adapts itself 
to every use. The rugged, moulded 
sole grips firmly on any playing 
surface, and the sturdy, duck up- 
pers are strong and comfortable. 
A style that appeals to everybody 
—a shoe that sells itself. 


For summer footwear profits you 
need Royal Tread Keds. Ask the 
Keds salesman to show you the new 
all-purpose Keds, the Royal Tread. 


United States Rubber Company 
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Big Orders on Heavy Rubbers 
Have Been Placed by Merchants 


It Pays to Buy Good Gaiters for Children 


UBBER shoe plants are sold 
R« five or six months ahead 

on gaiters. Not only the auto- 
matic fastener and novelty over- 
shoes, but the four-buckle kind, are 
in big demand. Orders have come 
in in volume from dealers, mail or- 
der houses and chain stores. Rub- 
ber shoe salesmen are showing the 
merchants*both canvas rubber soled 
footwear and heavy rubber goods. 
The canvas kind is wanted for im- 
mediate demands and the heavy 
rubbers, in many cases, for early 
fall deliveries, especially where re- 
tail shoe store proprietors have 
proved by past experience that they 
can sell more pairs by displaying 
gaiters as early as September. So 
good has been business that full- 
time operation of the majority of 
rubber factories is insured until 
next December. 


N the heavy rubber goods classi- 

fication come children’s gaiters. 
And in children’s gaiters it pays to 
carry quality goods and to let the 
public thoroughly understand that 
“the best in gaiters is none too good 
for the kiddies.” The public should 
be told that overshoes, cheaply con- 
structed and made of poor materials, 
will not keep their children’s feet 
dry; that little folks love to wade in 
snow, slush and water. If there is 
any excuse at all to get their feet 
wet, they will promptly take means 
to accept “the excuse.” Overshoes 
that are wet and soggy only make 
a bad matter worse. Colds result 
and doctors’ bills are usually much 
larger than the price of many good 
pairs of overshoes. These facts 
should be plainly put before the 
parents in merchandising children’s 
overshoes. 


NEW all-rubber children’s ga- 

losh has recently been created 
by the Hood Rubber Products Co. 
This is being cleverly advertised in 
consumer magazines with a com- 
bined circulation of over 10,000,000 
copies. It is claimed by the Hood 
Rubber Products Co. that “this all- 
rubber children’s galosh is light in 
weight, no heavier than a cloth top 


arctic, warm and dry, fleece lined 
throughout, all-rubber water-tight 
upper, insulated for foot health, 
thick fleece lining and heavy wool 
insoles between the rubber and 
foot, quickly and easily cleaned— 
wiped or scrubbed with a wet cloth, 
and all stains will disappear—trim 
appearance, dull finish, expert last- 
ing, easy on and off, extra full bel- 
lows pocket; children can put them 
on and take them off.” It is also 
claimed that this all-rubber galosh 
is not made from friction stock, but 
is all rubber—that its upper is made 
in one piece and that it cannot leak. 


A new, all rubber, waterproof 
galosh for children. Presented 
through the courtesy of The 
Hood Rubber Products Co., Inc. 


Hood in Larger Quarters 


The Boston branch office of the 
Hood Rubber Products Co., Inc., lo- 
cated for many years at 276 Sum- 
mer Street, moved on June 14 to 
larger and better equipped offices 
at the former S. B. Thing Building, 


801 Congress Street. David F. Hos- 
kins, who on May 15 assumed the 
managership of the Boston branch 
office, states that the business of 
this branch has increased so much 
that more commodious and more ac- 


cessible quarters were necessary. 
The new location is convenient to 
the trade, it is situated in the heart 
of the shoe district, and eliminates 
the necessity and delay of walking 
across the bridge. 

The new offices are fitted up in 
white, with modern stock convey- 
ors. These conveyors facilitate 
the accurate and quick service on 
rush orders. Three floors will be 
occupied by the branch, the office 
being on the second floor. “The ad- 
ditional floor space will accommo- 
date,” says Manager Hoskins, “a 
wide range of all of the leading 
styles in rubber and canvas foot- 
wear. He further says that this 
branch is in a position to take care 
of the at-once canvas footwear 
business on good selling varieties; 
also an ample quantity of rubber 
footwear. 

“This particular branch,” said 
Mr. Hoskins, in a recent interview, 
“has the reputation of giving good 
service to New England retailers; 
we intend to even improve on this 
service, through the extra facili- 
ties afforded by the arrangement, 
the equipment and the size of our 
new quarters. 

Mr. Hoskins made his “début” 
with the Hood Rubber Products Co., 
Inc., in 1918. He.went there from 
other connections, was first in tire 
end, and then in the footwear end, 
as footwear sales promotion man- 
ager; he also worked in .various 
footwear branches throughout the 
country. . 

George Colby, who has been with 
the company for eight or nine years, 
is in charge of the office and cred- 
its. William Jackson is in charge 
of merchandising and orders. 


Big Canvas Consumer 
Campaign 

The week of May 30 was the Hood 
National Canvas Shoe Week. Bos- 
ton Branch Manager Hoskins states 
that this national advertising in 
consumer magazines, totaling 13,- 
000,000 circulation, has already had 
its reaction in increased business. 
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The Spark 


Good News Builds Business 


The good news of Lape & Adler Shoes for Women has 
spread from coast to coast, building business for shoe 
merchants everywhere. 

And this business growth of L & A dealers is reflected 
in the phenomenal expafsion of The Lape & Adler 
Company, made necessary to meet the ever growing de- 
mand for this popular footwear. 

L & A Shoes are the top-notchers of Styledom. Popular 
in style, they also hit the bull’s-eye for popularity in 
price, retailing at $6.50 to $8—right where you find the 
big bulk of the business. 

L & A men are now in their territories with the season’s 
new models. Welcome this good news courier when he 
comes—and grow with us in building a profitable busi- 
ness with the good news shoes. 


THE LAPE & ADLER CO. 


Makers of “The L & A Shoe” 
COLUMBUS, OHIO m 

















Couriers of “Good News in Shoes” 





Dunbar Archer Phil Miller 

B. J. Coens F. A. McGiffin 

R. C. Crocker. W.-J. Keeffe 

Ray Glascock Tom Talbott H. pe, Jr. 

Paul J. Lee J. A. Spurlock W. T. Dickerson 
Dolph G. Hoyt Ray Jackson 
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SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 








BOOT AND SHOE RECORDER 














Sell Your Salespeople 


Address by Clarke Browning, president 

of Pacific Coast Shoe Travelers, at the 

recent convention of the California 
Shoe Retailers’ Association 

The convention of the California 
Shoe Retailers’ Association has had 
a “different” atmosphere. It has 
shown a more cordial spirit of wil- 
lingness to cooperate between the 
shoe traveler and the merchant. 
This spirit of mutuality has grown 
out of the consciousness of the close 
ties with which are bound together 
the shoe manufacturer, the shoe 
traveler and the retail shoe mer- 
chant. 

These annual meetings of retail 
merchants have strengthened and 
furthered trade cooperation. Never 
has the shoe industry been as con- 
scious of its problems and as con- 
fident of its ability to solve these 
problems as at the present time. 

This convention has stressed the 
more important essentials of mer- 
chandising and has set a new record 
of buyers’ attendance. The general 
feeling of confidence has been re- 
flected in the healthy volume of busi- 
ness that has been booked at this 
convention. 


Congratulations to California 


This has been one of the best- 
planned conventions that I have ever 
attended. The great work of this 
“get-together” was accomplished in 
a few hours and everything pro- 
ceeded according to schedule. 

I wish to compliment the shoe 
trade journals for the wonderful 
work which they do for these retail 
shoe merchants’ conventions. I 
wish to compliment them for the 
space which they devote to trade 
conventions, and to the trade gen- 
erally. When one considers how 
well the BooT AND SHOE RECORDER 
carries the message of these con- 
ventions into the retail shoe store, 
the shop and the office, and even into 
the homes of many of its thousands 
of subscribers, it is easy to see why 
there has been such a good attend- 
ance at this convention. 

_ The spirit of hopefulness and of 

good business for 1926 denotes that 
men of experience: in shoe affairs 
are at the helm and have the ability 


to surmount obstacles which might 
overcome men of less strength. 


“Retail Salesman, Merchant’s 
Partner” 


I sometimes wonder if enough at- 
tention is paid to the retail shoe 
salesman—the one who meets every 
person entering the retail shoe store 
—that real point of contact between 


the consumer and your merchandise. | 


He should have full data on the mer- 
chandise and the particular items 
that are to be moved first. He 
should have the most complete mer- 
chandising information that the 


- 


Clarke Browning, president of 
the Pacific Coast Shoe Travelers’ 
Association 


merchant is able to give him. Do 
not expect him to be a mind reader. 
The retail shoe salesman is the one 
who completes the process of your 
store buying, your store manage- 
ment and your store _ publicity. 
Equip him for this work and take 
time to do it thoroughly. Sell your 
salespeople and they will then handle 
the situation intelligently. You must 
remember that today, in the coopera- 
tive scheme of business, a_sales- 
person is practically a partner of 
every successful merchant and that 
the retail shoe salesman occupies 
the same position of contact between 
the consumer and the merchant as 
does the traveling salesman be- 


tween his manufacturer and the 
merchant. 

I wish to thank the retail shoe 
merchants for the brother-feeling 
expressed for the traveling shoe 
salesman and also to thank them for 
the amount of business placed 
during the convention. I hope that 
the coming twelve months will be 
one of volume for all knights of St. 
Crispin and for the shoe fraternity 
in general. 


Gillespie with Lape-Adler 


Donald J. Gillespie, one of the 
high-grade shoe traveling salesmen 
of the country, has recently joined 
the salesforce of the Lape-Adler Co. 
and will cover the large accounts in 
New York City, Brooklyn, New Jer- 
sey and part of New York State for 
this house. Mr. Gillespie at one 
time represented the Watson Shoe 
Co. He knows the shoe game thor- 
oughly and is particularly adapted 
to look out for the wants of the big 
trade. 


Harry Lynch on Trip 


Harry P. Lynch left Boston last 
week with the Howard & Foster 
Co.’s line. He will cover the large 
cities of Eastern Pennsylvania and 
other big towns and will return to 
“The Hub” again some time in July. 
He was not certain whether or not 
he would be home in time for the 
Boston Shoe and Leather Fair, but 
said that he was going to try. 

When on a recent two months’ 
trip to Washington, Pittsburgh, 
Ohio cities and other points, he 
talked the new group insurance fea- 
ture of the N. S. T. A. and ad- 
dressed several meetings of shoe 
travelers on this subject. Harry is 
vice-president of the Boston Shoe 
Travelers’ Association and a splen- 
did “booster” for the boys on the 
road, as well as for his wide circle 
of retail shoe merchant friends. 


Head with C. H. Alden 


R. A. Head has recently joined 
the salesforce of C. H. Alden Co., 
designers and makers of men’s fine 
shoes, Abington, Mass. He is cov- 
ering the territory from Denver, 
West, for this house. 
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factured in the West— 


now sold everywhere— 


ECAUSE of its patented features and greater endurance, 

the Buckhect Boot has outgrown its original Western 
market. 5000 dealers in America are selling Buckhects with 
marked success. They make decided appeal to the fast-grow- 
ing market for a sturdier outdoor boot. The Indian-tan process 
leather, the patented Buckstrip, moccasin-style vamp, the solid, 
full leather quality of these boots make excellent selling points. 


These national magazines are carrying a campaign of 
forceful advertising to your trade on the advantages of 





Buckhect Boot 
Style No. 20 
Patented 


Write us. 


Buckhects. We want more dealers East of the Rocky 
Mountains. Write for our proposition. 


BUCKINGHAM & HECHT, San Francisco, California 









Note to salesmen: — 


We still have some 
good territories open. 


Buck Hect 


INDIAN TAN PROCESS 
( Oil-in-the-leather ) 


Boots 




















“HUBTIP” “No-Metal- 
Tip” Shoe 
lh Findings Case More 
Attractive. 


Attract the Eye and Profits Accrue 
with Goods of Quality 


“HUBTIP” Cabinet Containing 72 Single 
Pairs. Striking Three Color Cartons Sure to 


Draw Attention. 


“HUBTIP” Individual Carton Keeps Laces 
Clean and in Good Condition. Easy to 


handle. 


Light Tan—Brown—Black 
A GOOD—STRONG—READY SELLER 


“HUBTIPS” 


No Metal Tips—Braid from Tip-to-Tip 


Manufacturers 


F. W. WHITCHER CO. 
332 Albany Bldg., Boston 








Laces Make 





THE PROPER WELT 


FOR ANY SHOE 


MEN’S WOMEN’S BOYS’ YOUTHS’ 


-HAMILTON.-WADE CO. 
BROCKTON, MASS. 
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Herman C. Johnson, recently 
with C. S. Marshall Co., is now 
covering the Middle Western 
States for the Heywood Boot & 
Shoe Co. of Worcester, Mass. 


William Sumner Smith 
with Brophy Bros. 


William Sumner Smith, one of the 
best known jobbers of shoe special- 
ties in the country, has recently been 
appointed distributing agent for the 
Brophy Bros. Shoe Co. of South 
Boston, Mass., manufacturers of 
women’s popular McKay novelties 
Mr. Smith’s territory will include 
Chicago and other Central Western 
territory, extending to the Missouri 
River. He succeeds Lou Brown, 
who a short time ago retired from 
his shoe duties to enjoy European 
travel. 

Mr. Smith’s headquarters are at 
825 West Monroe Street, Chicago, 
where he occupies the entire second 
floor. “Here the big buyers are al- 
ready admiring the Brophy Bros. 
line,” he says, and adds, “I expect to 
sell these shoes in good volume, in 
addition to the other snappy num- 
bers in my wide range of shoe job- 
bing specialties.” 


Gruber with Diamond 


Shoe Co. 


J. L. Gruber covers the South for 
the Diamond Shoe Co. His head- 
quarters are 9 North Howard Street, 
Baltimore, Md. J. L.’s other name 
is “Buddy.” Everybody in the 
trade knows him by this name. He 
has been covering the South for the 
Diamond Shoe Co. for about ten 


years. 

At one time, “Buddy” assisted his 
“dad” in the same territory. Now, 
however, he covers it single-handed, 


BOOT AND SHOE 




















\ - 


J. L. Gruber, who cov- 
ers the South for the 
Diamond Shoe Co. His 
headquarters are 9 
North Howard Street, 
Baltimore, Md. 





and does it well. “Buddy” argues 
that his line is getting “peppier” 
every day and that the “young 
bloods of Dixie” are “just running 
wild over ’em.” 





William Sumner Smith, who cov- 

ers Chicago and adjacent terri- 

tory for the Brophy Bros. Shoe 
Co., South Boston 


Hutchinson with Burdett 


Burdett Shoe Co. of Lynn, spe- 
cialists in growing girls’ footwear, 
announce that Harvey E. Hutchin- 
son is now representing them in the 
Mountain and Northwestern States. 


Apt with Merrill, Porter 


Dick Apt, formerly selling the big 
trade of the country for the Marl- 
borough Shoe Co., is now associated 
with the McKay end of the Merrill, 
Porter & Co., Lynn, Mass., selling 
similar trade. Mr. Apt is enthusi- 
astic over the possibilities of the 
large business he expects to book on 
this line. “The Merrill-Porter Mc- 
Kays to retail at $5 and $6 are an 
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excellent reflection of Lynn work- 
manship at its best,” said he in a 
recent interview. 


Tom Cahill Coming to 
Boston 


Tom Cahill of the Cahill Shoe Co., 
Cincinnati, makers of the “Cahill’s 
Catchy Creations,” will show his line 
at the Hotel Essex Boston Style 
Show, July 5, 6, 7, 8, He states 
that he will display a complete line 
of fall samples, including two and 
three eyelet ties and side gore pat- 
terns in the popular shades of 
leather. 


Harry Greenwald with Pro- 
gressive Findings 

Harry Greenwald, well known to 
the shoe findings trade of New York, 
has tied up with the Progressive 
Findings Co. as one of the partners 
and will cover the Metropolitan area 
for the firm. The other members 
are Messrs. Abramson and Lipko- 
witz. This organization has come 
very rapidly to the front during the 
past year or more. It has just 
moved to a new store at 141 Duane 
Street. It was formerly located at 
West Broadway. A full line of shoe 
store findings, including a children’s 
line and ballets, are carried. 

Harry Greenwald is enthusiastic 
about his new connection and wants 
his many friends in the trade to 
know that he will be ready to give 
them the same type of service as he 
did when previously connected with 
another big findings house in New 
York. 





Harry Greenwald, a partner of 
The Progressive Findings Co., 
New York. He will cover the 
metropolitan area for this firm 
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IN STOCK 


Whites—Reptilian Effects 
Parchments—Satins— 
Patents 


“Speed” 
BS44 Black Satin .... 


“Eubar” 
BS79 White Calf ....$4.75 


BS89 Parchment Calf. 4.75 
4.50 


BS39 White 
BS38 Patent 


“Regent” 
aS B422 Patent Colt .... .$4.50 
BS28 White Calf . “ ye 
BS30 Patent 4.50 B423 Black Satin .... 4.50 
B529 Parchment Calf.. 4.75 . 


Geodyear Welt 
8562 Blond Suede Snake 
—Sauterne Snake 
trim 





SIZES AND WIDTHS 
AA..4%-8 A..4-8 B..3%-8 OC..3-8 


The MENIHAN COMPANY ... ...°%" 


SHOEMAKERS FOR WOMEN BS72 Patent 


Rochester, N. Y., U. S. A. BS73 Black Satin . 











Ni York Office: 612 Marbridge Bldg. Oakland, Cal., Office: 424 Belview Ave. 
53 B. W. MOYLAN as SS 


Chicage Office: Majestic Hotel Los Angeles Office: 107 East Sth St. 
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Further Gains in Retail ‘Trade > 


Whites Moving Well; Patent Leather Stronger 





NEW YORK 





Patents and Oxfords 


Two style movements stand out 
predominantly in New York at pres- 
ent. The first is the strong swing 
toward patent leather and the sec- 
ond is the growing vogue for ox- 
fords, both fancy and plain. In the 
smart hotels and restaurants pat- 
ent leather is by all odds the choice 
of shoe materials of the well- 
dressed New York woman, and visi- 
tors from out of town. Many of 
the patent leather shoes are of the 
fancy oxford type, trimmed, in most 
cases with dainty overlays of beige 
kid or reptile leathers. Patent 
leather strapped models also are 
much worn, and they, too, are 
trimmed with light touches of con- 
trasting leather. 


Whites Lagging 


White shoes are not moving 
in anything like mid-season quanti- 
ties as yet, and there have been 
some special mark-down sales to in- 
duce buying. The weather has not 
been sufficiently hot enough to 
cause a real run on whites. Despite 
the backwardness of the white sea- 
son, however, most merchants are 
inclined to hold present stocks at 
full prices in the belief that once 
real warm weather sets in, the 
whites will move in accustomed 
quantities. The white business so 
far has been concentrated mainly 
on all white shoes, preferably of 
kid. In sports lines white calf and 
white buck are showing up well. 


Novelties for Summer 


Novelty summer shoes, such as 
Deauville sandals, linen, both pas- 
tel and flowered, and the various 
types of straw shoes, continue to 
sell well in the high class shops. 
Shoes of this type, of course, do 
not produce big volume business, 
but they serve to stimulate the 
general interest in feminine foot- 
wear. 

There has been some falling off 
in the demand for light colored 
kid footwear in certain of the 
stores. Others, however, report 


%, 


that colored kids are still going 
strong. It is significant that while 
there has been some slackening in 
the public’s demand for colored 
kids, there have been few reduc- 
tion sales on this class of footwear. 


Novel Miniature Windows 


The high boarding in front of 
the new I. Miller building at Broad- 











FOR. EVERY SUMMER. FROCK 








L. BAMBERGER & CO 














Here is the manner in which L. Bam- 
berger & Company, Newark, N. J., last 
week made the point that each summer 
frock needs its own particular shoe. 
The copy in the ad, which is too small 
in the reproduction to be read, runs 
along this line—“Not just an afternoon 
shoe for an afternoon frock—but a 
shoe with a heel of rose to match the 
rose of one’s dress or mayhap the rose 
of one’s hat.” This style was carried 
through the entire ad. The various 
frocks were indicated by sketches of 
mere sleeves upon the arms extended to 
hold the shoes. 








way and 46th Street and in front 
of the new Miller store on Fifth 
Avenue below 40th Street, which 
will be opened some time next 


month, it is expected, has been 
turned to good advantage by the 
insertion of small show windows, 
about 18 by 30 inches in size, at eye 
level. These windows are trimmed 
with small shoes, not over chil- 


dren’s size 9 or 10, exact reproduc- 
tions of Miller modefts. The small 
models are faithful reproductions 
in both patterns and materials. 
Hosiery in sizes to match and small 
clusters of flowers complete these 
novel trims. Small awnings in 
vivid colorings over the windows 
add to the effect. 


Paris Style Hints 


Some of the style ideas gleaned 
in Paris by Julius Goldberg of 
O’Connor & Goldberg, Chicago, 
who stopped over in New York a 
few days last week on his way back 
from Europe, are tendencies toward 
Cuban and Louis heels. The show- 
ing of Cuban heels, in Paris, he 
says, is even a newer note than the 
Louis heel. He feels that the Cu- 
ban heel will be a big factor in 
street shoes here this fall, even in 
the Middle West, where the spike 
heel is still stronger than it is in 
New York, according to his obfer- 
vation. 

Dark beige, he adds, is touted as 
a good fall color in Paris. Blond 


‘satin is being shown in evening 


shoes and patent leather is one of 
the most important of street shoe 
materials there at present. Light 
shades of hosiery, he added, will 
continue to be worn with patent 
leather shoes. 


M. H. Heyman Dead 


Mortimer H. Heyman, secretary 
and treasurer of the Barnet Leath- 
er Company, died at his home in 
Bronxville, New York, last week. 
He had been associated with the 
Barnet Leather Company for 38 
years and was well and widely 
known in the shoe and leather 
trades. He was related to Sylvan 
Barnet. Mr. Heyman was buried 
in the Salem Field Cemetery, 
Long Island, New York. 











PHILADELPHIA 





Business Improves 


Business in most Philadelphia 
retail shoe stores has shown a 
healthy upward turn in the last 
two weeks. The demand for white 
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"[ HERE'S nothing like knowing 

that your shoes are made of 
a leather the quality of which 
never varies and the colors of 
which are always authoritative; 


In other words, 


QUAKER QUALITY. 
and 


QUAKER COLORS 


QUAKER CITY MOROCCO CoO. 


519 Huntingdon St., Philadelphia _ 
95 South St., Boston 
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shoes, particularly, has improved. 
Patent leathers in both strapped 
and step-in models are selling ex- 
tremely well and there has been 
some slight falling off in the de- 
mand for colored kid footwear. 
Novelties, such as reptile skins, 
woven materials and raffia and pan- 
ama shoes are still selling well. 

In the men’s field the light 
weight shoes are making a good 
impression, but the extremely light 
shades of tan have not “caught 
on”, except in the more popular 
priced lines for young men. Fairly 
broad toes are still in good demand 
and the custom toe models are 
called for only in the highest grade 
shoes. 

About Reptiles 


An interesting policy regarding 
reptile leathers has been adopted 
by the W. H. Steigerwalt Shop on 
Chestnut Street. This store, which 
caters to a high class trade, some 
time ago decided that reptile skin 
footwear could be standardized. 
Accordingly the store is handling 
only real lizard skins, with a most 
satisfying result. The various imi- 
tation reptile skins and snake skins 
are not handled at all. 

This store also is doing a large 
business on hand woven slippers 
and the bulk of this type of shoe 
in this store is American made. On 
one particular model, a criss-cross 
vamp Deauville sandal, of glazed 
kid, illustrated elsewhere in this 
issue, mail orders have been re- 
ceived from as far west as Kansas 
City, and a large number of orders 
also have been received from New 
York. The sandal sells at $20. 

The store handles a wide variety 
of hand woven shoes. Another in- 
teresting new number is a black 
pump, with quarter and heel of dull 
kid and vamp of woven dull kid 
and patent leather. A smart sport 
model is of white buck with a san- 
dal of finely woven checks in either 
brown and white, or black and 
white. 

“Heather Plaids” 


A novelty in men’s shoes, that 
of a printed calf ‘skin is being 
shown. by Dalsimer, Market Street, 
and also by Geutings. This leather 
is printed in rather small checks 
in color on a biond caif back- 
ground. Dalsimer has named it 
“Heather Plaid.” 


Handkerchiefs at Cousins 


The Cousins store on Chestnut 
Street has added a line of import- 


ed hand made handkerchiefs to. 


sell. These brightly colored bits 


é 


add much to the window trims and 
are effectively used in a display 
case inside the front door. 


Shoes at the Sesqui 


Plans for the participation of the 
shoe trade in the Sesquicentennial 
Exposition here are fast taking 
shape. The building being erected 
by Louis Mark, who operates a 
chain of 16 stores in this city, is 
nearing completion at the exposi- 
tion grounds and will be opened 
with appropriate ceremonies’ by 
Mayor Kendrick on the night of 
June 22. The shoe trade is being 
especially invited for that particu- 
lar evening and admission will be 
by card only. 

The Mark building will be the 
only complete factory in the expo- 
sition grounds. It is planned to 
turn out 200 pairs of men’s high 








Good Quaker City Seller 





This type of American made 
Deauville sandal, with the criss- 
cross woven vamp, is a good selling 
number in Philadelphia. 








grade shoes daily in the factory 
part, with machinery furnished by 
the United Shoe Machinery Corpo- 
ration. These shoes will be sold 
on the grounds. There will be a 
room for retail customers and one 
for wholesale customers. The 
leather for the shoes will be sup- 
plied by the Barnet Leather Co. 
The Gotham Silk Hosiery Com- 
pany also will have space in the 
building, where hosiery will be 
sold. Complete plans for the Goth- 
am participation have not been 
made, but it is likely that a dyeing 
plant will be shown in operation. 
The location of the Mark build- 
ing on the exposition grounds is 
particularly good, being at the 
head of the Gladway, the amuse- 
ment section, and directky opposite 
the band-stand, flagpole and the 
Tower of Light, around which many 
of the Sesqui activities will center. 
The Mark display is under the 
personal direction of Melvin Mark, 
of the Louis Mark organization. 


BOOT AND SHOE RECORDER 69 





BOSTON 








June Trade Ahead 


Although the first week of June 
was generally not such a _ brisk 
business month as_ shoe stores 
would have wished, merchants at- 
tributed it to no other factor than 
the cold, rainy weather. However 
the second week of June brought 
fair skies and put the public into 
& buying mood. White shoes are 
selling well, especially in kid one 
straps with Cuban heels. White 
calf and elk dress sport shoes, 
especially with tan and black sad- 
dles, in men’s lines, and in wom- 
en’s in white calf with alligator 
trims and crepe soles, are in pop- 
uiar demand. 


Patent Leather Big Seller 


At the women’s shoe department 
of Jordan, Marsh Co., buyer E. Roy 
Smith says that everything in pat- 
ent leather is good, with one straps 
and Cuban heels leading; white 
shoes for garduations and wed- 
dings have been good business 
stimulators. 


White Canvas Popular 


Merrill-Grover Shoe Shop _ re- 
ports a big call for women’s white 
canvas one straps, and an increas- 
ingly good business, with big gains 
over the corresponding weeks of 
June last year. 


“Sunray” Satin Panels 


The Arthur Wallace shoe stores 
have had some very attractive win- 
dows the past week, the feature of 
which have been pleated satin pan- 
els in pink and white, with floral 
overlays. At the store, 447 Wash- 
ington Street, the largest and the 
second oldest of the five local shoe 
shops, window trimmer Garibaldi 
directs the decorating effects. At 
the Arlace Shoe store, window 
trimmer Richards arranges the 
decorations. 


In Watermelon and White 


An attractive sports case has 
been featured the past week at the 
Thayer McNeil Co.’s store, Tem- 
ple Place-West Street, in water- 
melon silk and wool hosiery and 
white shoes. 


Swamped With Business 


Floor manager C. E. Holt of 
Thayer McNeil Co. reports: “We 
have been simply swamped this 
month with trade. June has been 
the best months we have ever had. 
Last year was our best business 
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Super-Salable 
Styles for 
Street or Sports Wear 
OO rders from the best retailers every- 


where—most of them double or treble 
the orders of last season—proclaim the 
tremendous popularity of Varsity Girl 
Shoes for Street and Sports Wear. 
They are, by all odds leaders in Style, 
Quality and Salability. 


Varsity Girl Shoes 


NOW BEING SHOWN 


OCFOR @EFALL 


12 new models—many new materials— 
original combinations—unusual nov- 
elty trimmings. A representative will 
call on you soon with the. New Fall 
Varsity Girl Shoes. 


Made by E. P, REED & CO.., Rochester 


New York Style Studio: 


MARBRIDGE BUILDING 
(BROADWAY at 34th ST.) 


Chicago Office: 1316 Republic Building 
Philadelphia Office: 
325 Forrest Building 
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year and this year, we shall prob- 
ably beat it. Light shoes are our 
leaders. The fancy shoe boxes for 
women, which several pairs of 
dainty shoes can be kept and cat- 
alog card indexed have sold well.” 

C. E. Roach is the assistant man- 
ager in the Women’s shoe depart- 
ment of the Temple Place-West 
Street store, and with Manager 
Holt keeps customers and salesmen 
in a happy frame of mind. 


B. J. Boynton Visits Boston 


B. J. Boynton, retail shoe mer- 
chant of Burlington, Vermont and 
owner also, of The Arch Aid Shoe 
Shop, on East Avenue, in the new 
and exclusive section of Rochester, 
N. Y., was a recent visitor to Bos- 
ton. Mr. Boynton reported that 
business at his stores was ahead 
for April and May—he attributes 
this to the light colors. His men’s 
Bostonian $9.00 and $10 lines are 
quick sellers, he says, it is on the 
$10.00 men’s shoes, he states that 
his business has grown. 

Mr. Boynton has been in the 
markets to buy three times since 
January 15. He attended the At- 
lantic City Convention in January 
and the Albany, N. Y. convention 
a little later, for the purpose of 
meeting the shoe travelers and 
looking at their lines on display 
there. 

His Arch Aid Shop, is in charge 
of George W. McCarty, who has 
been with Mr. Boynton in Burling- 
ton for a number of years. 


ae SER 


Good Call for Whites 


One of the most interesting trade 
developments in the past week or 
ten days in the Chicago market has 
been the call for white shoes. Mer- 
chants in both the loop and outlying 
districts have experienced what 
might well be called a brisk de- 
mand. Strangely enough, in all of 
the galaxy of trim and patterning 
the plain strip and strap slipper 
with no more decoration than may 
be accomplished with the pattern, 
thread and perforation has been the 
most eagerly sought after. One 
merchant in a small suburb of Chi- 
cago sold fourteen pairs of white 
kid slippers last Saturday and 
Monday alone, and the demand in 
other sections seems to be equally 
interesting possibly fore- 
casting a good white season for 
Chicago merchants. 

Wholesalers in Chicago with 
shoes on the floor, also report a 
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very steady demand for white slip- 
pers, many merchants having 
bought very sparingly of these 
shoes. 


Black Patents in Demand 


Black patents have again come 
into a swing of demand which is 
puzzling in the scheme of things 
with so many two-color effects be- 
ing shown. Patent and gray com- 
binations, too, have been popular, 
and the plain one strap slipper with 
a patent vamp or quarter and gray 
contrasting on quarter or vamp 
and heel is being sold steadily. 


Reptiles Popular 


The reptile leathers are popular 
in the novelty styles. Trims of all 
kinds and all shapes over quarter 








What’s in a Name? 





As a Sand-Clog, this piece of 
wooden footwear, introduced first 
by Steigerwalt, Philadelphia, and 
made by Buek & Company of the 
same city, failed to attract much 
attention. However, when it was 
rechristened “Pajama Sandal” by 
J. F. Reist of the Steigerwalt or- 
ganization, it took the fancy of the 
Bryn Mawr and other college girls, 
and its popularity has spread all 
over the country. Incidentally, 
Mr. Reist is kept quite busy writ- 
ing orders to have rubber knobs 
put on the bottoms of the college 
girls’ pajama sandals, since the 
deans in many dormitories object 
to the clack-clack made by the bare 
wooden soles. 














vamp and heel are popular in these 
leathers. The higher cut pumps 
and slippers are seemingly more 
favored by the women buyers than 
the low throated and quarter styles, 
although not a few completely cut- 
away shanks in one strap patterns 
are being sold. 

Of the light shades gray seems 
to be the more favored than the 
blond shades in Chicago and the 
wide toed models more preferred to 
the narrower. 


Showing Fall Models 


Early fall models to be seen in 
small showings disclose a tendency 
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toward a higher throat and quar- 
ter and more leather generally in 
the shoes conforming to the pro- 
jected smart tailored costumes an- 
nounced for fall wear. It is also 
interesting to note that most of the 
buyers are not showing colored 
shoes in fall models, but dark leath- 
ers and blacks with a few dark rep- 
tiles. 


Men’s Trade Quiet 


Men’s shoes are still quiet, 
neither good nor bad but without 
energy. Many blond shades are be- 
ing sold, but the bulk of the sales 
still are being made in the cheaper 
grades and few are being sold to 
the really “dressy” men who set the 
styles. The broad toed models still 
remain favored in Chicago which 
has held to the extreme of the wide 
toed type ever since their arrival in 
the men’s style scheme 

Merchants generally report a fair 
liquidation of stocks here in the 
summer footwear. Sales have not 
been as heavy as they would like, 
but on the whole the volume has 
been steadier than in many other 
years without the peaks of buying 
which are usually present. 





— 


CINCINNATI 








White Season Starts 


Cincinnati shoe merchants have 
been considerably encouraged at 
the turn in the weather during the 
past two weeks. Real summer tem- 
peratures have resulted in a con- 
sumer demand for summer foot- 
wear, principally whites. Along 
with white, however, patents are 
moving well. Blond kid seems to 
have fallen off some with the ad- 
vent of a demand for white. 


Lightweights Moving 


In men’s shoes the lightweights 
are coming in for more attention. 
At the Emerson Shoe Store, B. F. 
Katham, manager, asserts. that 
their lightweights are outselling 
all other types. At this store blond 
calf is selling well. Jazz laces in 
men’s shoes, Mr. Katham reports, 
are showing some signs of letting 
up. Blacks and sports shoes are 
moving well. 

Lightweights also are topping 
the sales list at the Florsheim 
store. Blacks are moving well in 
this store, but the demand for 


sports shoes has not yet set in. 





BOOT AND SHOE RECORDER June 19, 1926 


“Uncle oe 
George a 
Solves the proble ms of ; 


‘Book un4S hoe ecore td 


readers 


AHunidreds of inquiries 

‘ 4 er“ 
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Uncle George unta ngles the twists. 
He tells the Oklahoma man where 


to buy wooden shoes-the aniious chap 
from Pennsylvania where he can get a 
violet ray machine ~ the live wire in 
North Carolina how to pep up business 
by radio ~and soon ad infinitum / 
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Whites Moving Briskly 


After the hesitating period, the 
retail shoe business experienced, 
the trend took another upward 
shoot during the week ending June 
12. The weather aided by old Sol 
stimulated the trade and the de- 
mand for whites again became ac- 
tive. With continued hot weather 
white footwear will command all 
of the attention and unquestion- 
ibly will create a shortage in this 
field. All merchants having bought 
vhites sparingly, did not antici- 
pate the call that is heard in all 
stores for this type of footwear. 
‘his statement was made by not 

few operators during the past 
week that they would be short of 
white shoes, and were pleased with 
this prospect. Already sizes are 
hadly battered in preferred pat- 
terns and the demand is just start- 
ing. All operators express them- 
selves as being in position to make 
more profit on their white foot- 
wear this year than they have in 
past seasons. 


Patents Gaining Ground 


The higher priced stores are not 


having the heavy demand for 
whites as is found in the popular 
priced institutions. A check-up in 
three of the above class showed 
whites 50 per cent ahead of col- 
ored kid. One of these stores 
classed patent along side of white, 
while a third gave figures indicat- 
ing one half the entire sales vol- 
ume was on white shoes. 

The demand for patent especially 
in plain effects, was mentioned as 
one of the outstanding styles de- 
manded during the past week. This 
report was heard in quite a few 
stores. 

Reptile continues to sell in those 
stores where they have the pat- 
terns and sizes, but as most stores 
played this material sparsely the 
results, which have been success- 
ful in all stores, does not justify 
giving a sure-shot approval of the 
vogue. It is always mentioned 
when the discussion is brought 
around to fall styles and some are 
thinking seriously of using it as 
one of their best style bets. Some 
new shoes in brown reptile have 
been well received in the $14.50 and 
up, field. 


Men’s Trade More Active 


The men’s business during the 
week showed increased activity. 


BOOT AND SHOE RECORDER 











Shoe and hosiery window in the store of E. P. Hunt & Co., Great 


Barrington, Mass. 


The window was trimmed by Charles Scrimgeour 








The blond leathers are becoming 
more popular and from all appear- 
ances will receive added prestige 
as the summer vacation days ap- 
proach 








DETROIT 











White Season Opens 


White footwear is being shown 
in a big way and announcements 
of the white season are plentiful. 
Stores report a fair business on 
whites with a prospect of a fairly 
good season for this class of foct- 
wear. Fyfe’s announce “Dainty 
White Footwear for Warm Summer 
Days.” Eight styles are featured, 
ranging in price from $8.50 to 
$16.50. 

Special window displays are be- 
ing made of white shoes, that of 
the Queen Quality Shoe Shop 
standing out because of the size of 
the window and the fact that only 
whites were shown. In most other 
stores there is a sprinkling of other 
colors among the whites displayed. 


Colored Kids Still Good 


The demand for colored kids con- 
tinues and combinations with rep- 
tile leather trimmings are being 
purchased freely. Some merchants 
believe that the demand for colors 
will carry through until fall. Pat- 
ent leathers with light trimmings 
are also selling well. The fancy 
shoe has entered into the children’s 
and misses’ field. Clyde K. Taylor, 
manager of the children’s shoe de- 
partment at Fyfe’s, reports fancy 
shoes the biggest sellers and states 


that he is stocking these lines for 
fall as well. 


Ties and Lace Effects 


There appears to be quite a 
sprinkling of ties and lace effects 
among the types displayed, but 
there is no evidence that this type 
of shoe will displace the strap and 
pump types. 

At Fyfe’s it is reported that the 
growing girl favors pump styles 
with ornaments and tailored bows. 
At Ruby’s Juvenile Store the moc- 
casin type of shoe is finding favor 
for play wear. 


Lightweights for Men 


In men’s stores the introduction 
of summerweight footwear is 
looked upon as an opportunity to 
sell more footwear. Most stores 
are pushing summer weights with 
a will and expect good business in 
the lighter types of shoes. Light 
colors are also reported as being 
eagerly taken. up by the younger 
men who want distinctive footwear. 

At Sibley’s, Woodward Avenue, a 
window card pertinent to the sum- 
merweight type of footwear was 
seen. It read: “Look at your 
shoes, everybody else does. It’s 
time to change to summerweight 
shoes.” 

Sale at Hudson & Co. 


On June 1 J. L. Hudson & Co. 
announced a sale of 2500 pairs of 
women’s summer shoes, “mostly 
white—also, patent, blond kid and 
reptile calf styles” at $8.45 the 
pair. This is the usual annual June 
sale of shoes featured by this estab- 
lishment. 
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Dar brook Shoe Satins 
and Fabrics 


by the manufacturers of 


Darbrak 
SilkS 


ses LACK or Ebony, as it is termed here,” reports an authorita- 

tive observer of the mode as evolved in Paris, “is quite the 
smartest development for daytime wear,” and continuing, designates 
“gunmetal chiffon hose and black satin footwear as the proper ac- 


9”? 


companiment of the ‘costume noire’”’. 












Black Satin footwear—always popular with the American woman 
—will be a welcome contrast to the colorful, and often bizarre, 
novelties and oddities which have indulged her fancy during the 
gay summer season; and every woman knows that her feet look their 
best in satin. 










Nor will black satins be received less cordially by manufacturer 
and retailer, since they insure economic production, and profitable 
and frequent turnover. 






In presenting to your customers footwear of Darbrook Shoe Satins 
and Fabrics, you assure them of the utmost satisfaction in Beauty, 
Quality and Comfort. 
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Factories Swing Into New Season 
Oxfords a New Style Note for Fall 
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Gores, Oxfords and Straps 


Stock taking is well under way. 
Lynn’s production for the first six 
months totals up larger than a 
year ago. Final orders for sum- 
mer are being cleaned up, and 
planning for fall goes on. Fresh 
style developments, in mid-summer 
and early fall novelties, reveal such 
interesting points as these: 

Gores again, in side tie and high 
tongue patterns Side ties are 
fastened on the side of the throat, 
not in the center. The lace is 
really ornamental, for a gore, un- 
der the tongue, provides for the 
putting on and taking off of the 
shoe. Tongues, as used in the new 
tongue and gore styles, are higher 
and more elaborate than ever. 

Oxfords include one, two and 


three eyelet ties, and are picked 
for leaders for fall. 
Strap style pumps are consid- 


ered as good as ever. Slave rings, 
in new variety, are seen in strap. 
The slave anklet has appeared 
among new designs. 


Blacks Strong 


Blacks are selling for immediate 
delivery, to fill in stocks. One 
firm is making 60 per cent blacks, 
chiefly patents and satins. An- 
other is making all blacks. 

Color development will come in 
full force during the July market. 
Late models for mid-summer show 
white vamps and reptile grain 
quarters, in bright colors. This 
style will be carried into the win- 
ter resort lines. 

Reptiles, for whole shoes and 
for trimmings, are running as 
strong as ever. Russia calf, and 
collegiate grain leathers, in tans 
and blacks, are. showing up in welt 
lines. Suedes are shown in dressy 
street models. Colors for formal 
dress shoes are richer than ever. 


Walking Welts 


Walking welts are coming along 
briskly. So says Sam Stephens, of 
MeNichol, Taylor, Inc. His fac- 
tory is making a lot of lasts for 
welts. Walking welts are a result 


of the new enthusiasm for pedes- 
trianism. They put life into the 
slogan, “Walk and Be Healthy.” 

There are two major types of 
walking welts, according to Mr. 
Stephens. One is the sport type, 
with the wide, squarish toe, and 
10/8 heel, for the tramper over the 
country roads, and the other is the 
dressy type, with the medium round 
toe, and the 12/8 or 14/8 heel, this 
shoe being for the stroller on the 
city streets. 

Heels of sport welts are of wood 
or leather. Heels of dress welts 
are of wood. 





Church Styles 


News of church style shoes 
has drifted into Lynn, and 
has provoked comment more 
‘or less. These church style 
shoes, which are selling in 
New York, are of pure, white 
leather of simple patterns, 
but, nevertheless are shoes of 
character. 

Lynners have been asked to 
make styles for occasions 
many and varied; but it is not 
within the memory of any 
Lynn producer of novelties 
that he has been asked to 
make church styles. 





Checker Linings 

Colella & Leighton are making 
shoes with checkerboard linings in 
two tones of color. These linings, 
in pumps, are carried from the 
quarter under the straps. Other 
novelty linings, like silk grain, 
and Harlequin, will be tried later. 
Linings are finely finished, and the 
insides of shoes look as well as the 
outsides. 

Novelty oxfords are among Co- 
lella & Leighton’s new production. 
Patents and satins and tan leathers 
are the chief materials for these 
shoes. Satin oxfords have invisi- 
ble eyelets. Tan oxfords, in sport 
models, have large, diamond- 
shaped eyelets, and are laced with 
oversize fancy laces. 


Nothing But Blacks 


Black shoes only are going 
through the Travers Shoe Co.’s 


shop. It is so long ago that blacks 
only were being handled that no- 
body remembers just when it was. 
Patents, satins and velvets make up 
the blacks. All shoes have wood 
heels, and are of novelty patterns. 
Colors will come later. Just now, 
buyers are filling in with blacks. 
Welts will be added to the Tra- 
vers’ line later. 


Stuart Buys Cogan Co. 


Franck C. Stuart, Lynn leather 
merchant, has bought P. Cogan & 
Son, 287 Main Street, Stoneham, 
Mass., makers of Bunker Hill 
shoes. He will continue to make 


| that line. 


Mr. Stuart will move A. Fisher 
& Son, of Lynn, to the Cogan fac- 
tory. Here, the production of 
Fisher specialties, such as novelty 
stouts, in sizes up to No. 10, EEE, 
and warm goods, or boots with lin- 
ings of wool skin, as well as of 
staples like comfort shoes and 
men’s silppers will be increased. 

Mr. Stuart bought A. Fisher & 
Son two years ago. He is treas- 
urer of the company. 


Ribbon Tied Anklet 


A new design in Lynn is that of 
a ribbon tied anklet. It represents 
the effort to get some leather above 
the ankle bone. 

This anklet has a band of leath- 
er that encircles the leg above the 
ankle bone. A _ ribbon lace is 
threaded through this band all the 
way around. It is drawn taut, or 
let out, to make the ankle band 
fit, and not slip The lace is tied 
in a bow. 

This ankle band is attached to 
the shoe by two bands of leather 
that rise from the quarters in 
front of the ankle bone. There is 
no attachment at the back of the 
anklette strap, as is commonly the 
case with anklets 


To Try the Channel 


Louis Timson of the Charles O. 
Timson Shoe Co. of Lynn, will sail 
for England in July. He will at- 
tempt the swim across the English 
channel. He expects it to be hard- 
er than selling shoes. But he will 
take a chance, nevertheless. 
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IMPORTED—ENGLISH 
Riding Boots 
IN STOCK 


Perfect fit and perfect shape are 
the characteristic features 
these British boots—made of 
long time tanned and so durable 
and flexible stout leather—and 
put together by real boot makers 
who have put a life time into this 






work. 










We carry all riding accessories, boot trees, boot hooks, 
boot jacks, non-rust spurs and chains. 


COLT CROMWELL CO., Inc. 
596 BROADWAY 








AAA SHOE TREES 


SELF-ADJUSTING to shoes of any width and 
length, any heighth of heel, any leather or 
fabric. 
















oo. Only 2 sizes for Men and 2 sizes 
rd for Women. 













BUFFALO LAST WORKS, Mfrs. 


Buffalo, N. Y. 








WOMEN’S 


NEW YORK, N. Y. 











KNOBETTE TIES" 


ART SILK 


Black, Tan, Blonde, 
Gray, Parchment, White. 


18 im..... doz. pr. $1.90 





No. 104—Cord Effect 


Knobettes, alone, 
per doz. 35 





No. 105—Flat Braid 


LINCOLN STORE SUPPLIES COMPANY 
1508 Washington Ave., ST. LOUIS, MO. 
Novelty Findings to Retailers and Shoe Manufacturers 



























‘Greecey Boupoirs. 


Times have changed some since 
I established my business, but 
= nature remains the same. 
boudoirs with the 

of human nature 

that's why m 
* sells ste-dily an 
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New Forrest Hotel 


49th Street Just West of Broadway 
New York 


The latest addition to New York’s new hotels, in the 
heart of the theatre and business district and within easy 
access to all transportation lines. 


The Forrest offers beautifully furnished and sunny 
rooms ; circulating ice water; restaurant at moderate 
prices. 


300 rooms (each with bath and shower) $5 UPW ARDS 


Booklet with map sent upon request 
WM. P. THOMANN, Manager. 











. Third St., 



















1 ae cools Like Leather; Wears Twice as 
aaa: ng and Will Not Mar Filo 


e., “OXFORDS 
| See $0.90 


HARRAR & CHAMBERLIN 
Philadelphia, Pa. 





STITCHDOWNS 
PLUG OXFORDS 


SANDALS 


Tan bar Halesole 


eae 
wT ere | (rere eo ccccceccvcesers $1.75 
-60 ts 3 eeccccccceesceres 2.10 


of the low price quoted for the 
Im Vomly “ease let (36 pair) orders will 








GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a net groping in the dark.” Advertisers had. no 
means of checking a publisher’s statement of aeutien 
and often these figures were unreliable. 


In six years the Audit Bureau of Circulation has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 

aly just the data an advertiser needs. The darkness 
— and the bright light of verified facts takes 
Space buyers no longer find it necessary to 

sore ds 

_ There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit 
Bureau of Circulations. 





When writing to advertisers please mention Boot anp SHor Rzcorver 
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| BROOKLYN | 





Fall Lines Out 


Most of the Brooklyn manufac- 
turers are now making the initial 
showings of their fall samples. A 
few early buyers have been in the 
market to look over the lines and 
salesmen are preparing to leave for 
the road; in fact, a few factories 
already have put their men on the 
road with the first fall samples. 

In materials, patent leather and 
reptile skins are given first place in 
the new fall samples. Practically 
all lines that have been shown so 
far stress these two materials. In 
patterns the oxford seems to offer 
a new note. Oxfords occupy a more 
important place in the fall scheme 
than they have for several years 
past. This includes not only the 
fancier types of oxfords, but the 
plain tailored types as_ well. 
Brooklyn factories equipped with 
welt machinery seem more hopeful 
over the fall outlook for welt shoes, 
and some factories that have here- 
tofore made only turns are either 
installing welt machinery or plan- 
ning to install it. 

Next to oxfords the fall samples 
show a preference for strapped 
models, principally the one-strap 
variety. These are usually trimmed 
with a contrasting material in a 
dainty overlay or binding. Reptile 
leather is used for many of these 
trims. Cuban heels are showing 
up stronger and on the high heeled 
shoes there is more curve to many 
of the heels, the curve approaching 
close to the old Louis type. Brook- 
lyn, in general, seems to think that 
Cuban heels will be big sellers this 
fall. 

Other materials that are being 
used in Brooklyn at present are 
black and brown ooze and some 
satin. In some quarters satin is 
being touted for a revival this fall, 
but the opinion is by no means 
unanimous. 


Footwear Club Formed 


Brooklyn once again has taken 
the fore insofar as the shoe indus- 
try is concerned, inasmuch as the 
interested members of this city’s 
greatest industry have successfully 
organized a society which has as its 
aim the study of the shoe and allied 
industries in a general way and at 
the same time afford a social gath- 
ering place for the members who 
consist of office workers, salesmen, 
superintendents and foremen of the 
shoe industry and allied trades. 
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The idea was conceived by Ga- 
briel S. Kaye of the Credit Check- 
ing Service and member of the Su- 


‘ perintendents’ and Foremen’s As- 


sociation of Greater New York. 
With more than ninety members on 
its roll, including young men and 
women employed in the shoe indus- 
try and its allied trades, the Foot- 
wear Club is rapidly assuming im- 
portance. 

Besides the business and techni- 
cal parts of its meetings the Foot- 
wear Club indulges in social func- 


A Few Questions 


A few questions, taken at 
random from the examination 
papers of the Lynn _ shoe 
school, may interest men of 
the stores as well as of fac- 
tories. 

Why do shoes gape at the 
sides? 

Explain the difference be- 
tween cow hide, kip, calf and 
kid leathers. 

Why are high heels of wood 
and not of leather? 

How long does it take to 
tan leather? 

Which is the proper pitch 
of a heel? 

Of what use is pumice stone 
to the shoe trade? 

How were shoes made be- 
fore machines came into use? 

Will novelty styles continue 
indefinitely? 

Forty other questions were 
asked of the students. It may 
be that some shoe men will 
be stumped to answer those 
given above. 


tions, making it a policy to have a 
general program of entertainment 
at each of its Tuesday night meet- 
ings at the Superintendents’ and 
Foremen’s Building at 470 Throop 
Avenue, Brooklyn. 

The promoters of the club assert 
that there is nothing resembling a 
union in the makeup of the organi- 
zation. 

For the year of 1926 the follow- 
ing officers have been elected: 
President, H. Fischer; vice-presi- 
dent, P. Benjamin; secretary,. Miss 
S. Paul; financial-secretary, Miss 
F. Lepadus; treasurer, Miss S. Sha- 
piro, and master of ceremonies, 
A. 8. Kessler. 


Denies Rumor of Move to Brockton 


A. S. Raskin of the Rosenwasser- 
Poscus Shoe Company of Long 
Island City, denies that his firm is 
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seeking a factory site in Brockton, 
as was reported recently from that 
shoe center. He asserted that there 
is no plan under way to move the 
factory from its present location; 
in fact, plans are in the making for 
an increase in the company’s pres- 
ent production schedule in the Long 
Island City plant. He added that 
he has not been in touch with the 
Boost Brockton Committee, which 
was reported to have been inter- 
ested in the alleged proposal to 
move the factory to Brockton. 


[ HAVERHILL | 


Showing at Boston Fair 


The Haverhill Shoe Manufactur- 
ers’ Association this week sent an- 
nouncements to the trade that the 
members of the Haverhill industry 
would be in the Boston market full 
strength during the July style show 
period to receive the visiting retail- 
ers. The industry is launching its 
second great publicity campaign 
and preliminary to the Boston show 
is making an intensive effort to line 
up the shoe and allied men. Thirty 
Haverhill firms are already listed 
as exhibitors in the Haverhill sec- 
tion at the Boston show. 








Factory Thesis Wins Honor 


Among the graduates of the Mas- 
sachusetts Institute of Technology 
on June 9 was Henry Claremont 
Rickard, a son of Edward M. Rick- 
ard of the Rickard Shoe Co., this 
city. Mr. Rickard received the de- 
gree of bachelor of science after 
compieting a four-year course in 
engineering administration. His 
thesis for graduation entitled, “Lay 
Out of Factory for the Manufac- 
turing of Women’s High Grade 
Turn Shoes,” received highest hon- 
ors. 

Working on Boston Show 


Everett Bradley of the Bradley 
Shoe Co., president of the New En- 


- gland Shoe and Leather Exposition 


and Style Show, and E. M. Rickard 
of the Rickard Shoe Co., chairman 
of the style revue committee for the 
Boston show, are giving over much 
of their time to the arrangements 
for the big July event. 


Working Overtime 


The summer schedule of five 
days of nine hours each went into 
effect June 1, but the continued 
need for overtime work has resulted 
in a ruling from Chairman New- 
dick of the Shoe Board granting 
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overtime privileges up to three 
hours on Saturday. mornings on the 
grounds of extreme necessity. On 
Saturday, June 5, more than a half 
score firms availed themselves of 
this special privilege. 


Adding Oxfords 


Local shoe firms are adding some 
very attractive oxford patterns to 
their lines, and the fall footwear is 
expected to reveal many novelties 
in lace oxford types. The introduc- 
tion of the oxford in local lines is 
on the assumption that the women 
are looking for something new and 
that the oxford type is most suit- 
able to fall fashions. Patent is go- 
ing strong in local lines at present, 
while fancy calf leathers are mov- 
ing well. Unfinished leathers, no- 
tably suéde, are front line selec- 
tions for fall according to local re- 
ports. The new fancy patent leath- 
ers appearing are classed solely as 
novelties. 


Rickard Departments Reorganized 


The Rickard Shoe Co. has com- 
pleted the reorganization of its de- 
partments in its local factories 
preparatory for the new season. 
Factory efficiency and great space 
economy has been accomplished by 
the changes. All the cutting for 
the Rickard plants is now done at 
the Rickard No. 1 factory, while 
the fitting is confined to the Rick- 
ard No. 2 factory. Separate cutting 
and fitting departments were for- 
merly maintained. 


| ST. LOUIS | 


Trade Normal 


The situation throughout the 
wholesale district remained normal 
during the past week. This state- 
ment applies almost solely to the 
general line houses. Orders are ar- 
riving in fair volume with indica- 
tions pointing to a betterment and 
increased sales over the same peri- 
od a year ago for the month of 
June. 

The lines are being prepared and 
samples for the fall selling cam- 
paign will be in the hands of the 
salesmen by July 1. Practically 
all of the sales forces of the gen- 
eral line houses will be brought 
into headquarters the last week in 
June. 

Uneasiness continues to be felt 
regarding the white situation and 
the in-stock departments are doing 
everything to alleviate this condi- 
tion, The specialty manufacturers 





are receiving orders in big volume. 
One of the large houses it was re- 
ported experienced one of the big- 
gest days in its history the early 
part of the week. The past week 
found many merchants visiting 
these factories and placing busi- 
ness in good size orders. 


Trade Order Suspended in Inter- 
national Shoe Case 


Word was. received here from 
Washington, D. C. this week that 
the Federal Trade Commission has 
suspended its order of last August 
instructing the International Shoe 
Company of St. Louis to divest it- 
self of the stock of the W. H. Mc- 
Elwain Co., of Boston, a former 
chief competitor. The order found 
that the International Shoe Co. 
had violated the Clayton antitrust 
act in the purchase of the McEIl- 
wain Company, removed from the 
field’ of competition a leading shoe 
manufacturer of work and dress 
shoes The commission split three 
to two. 

The alternative offered the Inter- 
national was submission of a plan 
that would restore competitive con- 
ditions. The company obtained 
several extensions of time in which 
to submit such a plan. The pres- 
ent order will be effective until the 
United States Supreme Court shall 
have decided similar cases now 
pending before it. 


H. L. Burns With Brown 


H. L. Burns for the past eight 
years manager of the juvenile foot- 
wear department of Kaufmann’s 
Pittsburgh, Pa., has joined the 
Brown Shoe Company of St. Louis. 
His position with the company will 
be merchandising manager of chil- 
dren’s footwear. Burns has some 
very definite thoughts on children’s 
footwear gleaned from his long re- 
tail experience. The greatest harm 
he stated was being done in fitting 
children improperly with a last 
that was not beneficial to the grow- 
ing foot. There is a definite trend 
among children’s footwear for style 
and this is following the women’s 
style cycle to a great degree, he 
said. For fall, Burns stated that 
a number of fancy tie oxfords and 
one-straps in reptile trimming 
would be seen in their Buster 
Brown line for children. 


| CINCINNATI | 


New Salesman 
All salesmen representing the 
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respective territories and are doing 
well. F. W. Spicer is a new sales- 
man recently put on by this firm. 
He is to take the place of John 
Walsh who died recently. His ter- 
ritory will include that of Ken- 
tucky, Tennessee and Alabama. 
Mr. Spicer is bringing in a good 
volume of business. He has been 
traveling in the South for many 
years and buyers in these districts 
are all well acquainted with him. 


Red Cross Salesmen Meet 


Wednesday, May 26 saw a meet- 
ing of the Red Cross Shoe sales- 
men. The meeting was a very suc- 
cessful and enthusiastic one. The 
salesmen were much pleased with 
the new line, and the advertising 
and merchandizing program. 


Parchments and Whites 


At the Charles Meis Shoe Co. 
parchments and whites are at the 
present the biggest sellers. The 
whites have been especially strong 
in the last few days. Reptiles are 
also beginning to seil in large num- 
bers. There also is quite a de- 
mand for grays. “We are about 
20 per cent ahead of a year ago in 
volume,” says A Levy, vice-presi- 
dent of this firm. 


Patents Leading 


At the Krippendorf Dittmann Co. 
all salesmen left the week of June 
7 on their fall trips and every man 
is enthusiastic over the samples. 
Orders being received by this fac- 
tory up to this time have been call- 
ing for patent leather, Russian 
calf, marsala kid and blondine kid 
in the order named. 


Semi-Staples Moving 


L. S. Roth of the Roth Shoe 
Manufacturing Co. states of their 
business; “We find a very large in- 
crease in demand for semi-staple 
footwear. Retailers as well as the: 
manufacturers are finding that 
neither make as much money on 
“fly by night” fancies as they do 
on semi-staple footwear. It is really 
remarkable how large a quantity 
of the semi-staple shoes have been 
used and over looked in the past 
year. All our salesmen are in the 
factory and will be ready to start 
out again, June 15. Blonds are sell- 
ing very well with the retail trade- 
but the factories are not selling 
many any more. What fall goods: 
we are making are patents and tan: 
calf and various kinds of reptile 
trimmed shoes,” 
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When the Shriner convention was held in Philadelphia recently, the Dalsimer store on Market Street put in this 


attractive trim. 


for the store 


Tell-U-How 


[CONTINUED FROM PAGE 48] 


respectful, competent and loyal than 
yours? 

Has he adopted a better store 
policy than yours? 

Is his policy more liberal and fair 


to the customer than yours? 

Does he carry on his business at 
a much lower operating cost than 
you do? 

Can he undersell you without los- 
ing money? 

Does his store show a better rate 
of stock-turn? 

Is his competition fair and square? 

Does he price his goods with rea- 
sonable margins? 

Or does he operate his store on a 
price-cutting, no profit, unethical 
plan? 

Is he more popular in the com- 
munity than you are? e¢ 

How long has he been in the shoe 
business? 

Has he always been a strong com- 
petitor, or has he made his compe- 
tition felt only recently? 

Is he an older or younger man 
than you? 

Is he more of a hustler than you 
are? 

Is he on the job earlier in the 
morning? 

Does he work harder than you do? 

Is he more aggressive in going 
after business than you are? 

How does he get his business? 

Is he a better advertiser than you 
are? 

Does he make some specially en- 
ticing appeal to the public, either in 


a merchandising or an advertising 
way? 

What is it that makes his compe- 
tition hard to beat? 

Has he built up a trade that will 
remain attached to him only until 
some other store makes a more at- 
tractive appeal? 

Or is he building up a strong, 
stable, regular trade? 

How much of his business could 
you get away from him by skillful 
advertising, wise merchandising and 
straight-forward, aggressive busi- 
ness methods? 

Please do not think any of these 
questions are impertinent. There is 
something serious behind every one. 
Nothing personal is intended. This 
Department would put the same 
questions to any shoe man, in any 
city, who might submit the same 
problem. If you pause for a mo- 
ment at each one of these questions, 
you will see its application to your 
problem. For instance: If a pro- 
prietor is a veteran merchant, settled 
in a rut, very conservative in his 
ideas and policies, then it is quite 
possible for a young competitor, 
with new thoughts and plans, to 
draw away from him a large part 
of his trade and his business is likely 
to die of a sort of dry rot. And if 
a proprietor is disliked in the com- 
munity, then nothing can prevent his 
business from suffering severely and 
a pleasant, agreeable, cordial com- 
petitor will draw away an increasing 
amount of his trade every year. 


The shrines, lanterns, emblems, etc., were all made by J. Arnold Schoneman, display manager 


The following questions are asked 
to draw out the facts concerning 
your store and your business. 


Your Own Store and 
Business 


You have looked at only one side 
of your problem when you have 
finished your investigation of your 
competition. The other side, equally 
important, is the investigation of 
your own store, from cellar to roof, 
to see if you can discover facts that 
have influenced or brought about the 
present situation in your business. 

What are the immediate symptoms 
of your difficulty? 

Has your shoe department never 
recorded a satisfactory volume of 
business ? 

Or has it had satisfactory volume 
but you now find the volume de- 
creasing? 

Are you failing to add new custo- 
mers? 

Are you holding old customers? 

Are you losing old customers? 

Is it your shoe business only which 
is unsatisfactory? 

Or are you having the same ex- 
perience in other departments of 
your business as you are in shoes? 

When was your store established? 

Have you always carried shoes? 

If not, how long ago did you open 
your shoe department? 

What is the standing of your 
store in the opinion of the people 
ef your community? 

Why do not new customers come 
to your store? 

Why do old customers leave your 
store? 

Is anything wrong with your 
store? 
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If it were different in any way, 
would you have more trade? 

Is there anything wrong with its 
location? 

Would a change in site improve 
the situation? 

Is there anything wrong with the 
appearance of your store? 

Doesn’t it look attractive? 

Does it need a new modern front, 
or display windows, or anything of 
that sort? 

Does it need new equipment? 

How long since you have made 
any important improvements in store 
or furnishings? 

Is the proprietor lacking in any 
qualifications that make for business 
success ? 

Is the personnel of the store or- 
ganization satisfactory? 

Does the management know how to 
control? 

Does the buyer know how to buy? 

How many employees are there in 
your store? 

How many are there in the shoe 
department? 

Has the number changed at all 
during the last five years? 

If so, what are the changes? 

Do your customers like your sales- 
people? 

Are your salespeople trained and 
competent? 

Or don’t they know how to sell? 

Do you do a charge as well as a 
cash business? 

If so, how about collections? 

What is your record of credit 
losses? 

Is there anything about your store 
policy which alienates customers? 

Have you satisfactory systems of 
accounting and merchandise con- 

trol? 

Does your store enjoy a cordial 
and friendly relationship with the 
factories from ‘which you buy? 

Do they show a_ cooperating 
spirit? 

Do they give you the service you 
desire? 

What class of merchandise do you 
carry—low priced, medium priced or 
highest quality? 

What is your price range? 

Do you feature any special sort of 
merchandise, such as corrective or 
arch-supporting shoes? 

Do you make a chief bid for staple 
shoe business? 

Or do you push novelties strongly? 

Is‘ your merchandise satisfactory 
in quality? 

Are your values right? 

Do you have the styles the custo- 
mers want? 

Do you have the sizes and widths 
to fit them correctly? 

How much of your. present stock 
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STOCK DEPT.5 


SNAPPY 
ACTION! ovwaiee 
“They've Got to Be Stetson 
to Be Snappy” 
THE STETSON SHOE CO., Ine. 
South Weymeuth, Mass. 











HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
of 


SHOES and RUBBERS 
Every Wednesday and Friday 

















nee F-REYNOLDS Com, 
BROCKTON, MASS. 











est t Virginia 


Exacting vee? of rp 
produce Uniform Quality. 


Pulp Product Department 
WestVirginiaPulp& Paper ¢ ey 
Detroit New York hicago 








T. W. Godsoe, Pres. ¥F. B. Jones, Treas, 
W. G. Donald, Vice-Pres. 


F. E. JONES Co. 
FANCY COLORS 


MAT KID 


08 SOUTH STREET BOSTON, MASS. 








The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danverspert, 95 t., Boston, Mass. 

















Colored 
Chrome . 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 
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turn; rubber heel; 
rights and lefts; 3 to 8. 


WM. SUMNER SMITH 
325 Monree Street 


EVER 
EVER | 


Chicago, tl. 





Of the ao Ge 


Better 
Grade 
BEST-EVER 
Seft-Sele Leather 
Beudoirs and Nevelty 
Kimene Sandals 
Write fer Prices 
BEST-EVER SILPPER CO., inc, BROOKLYN, N. Y. 








The Quality — 
ence TAN 








Swan Shoe Co., Baltimore, Md. 








PARISTYLE FOOTWEAR MFG. CO., INC. 


‘ashin veskive, N. ¥. 
nat he tay Tey ite 1328 B'way. 
HIGH GRADE TURN MULES and D’ORSAYS 


Satins, Kids, Brocades and Fancy Patterns. 
$24.00 per doz. and Up. 








DR. CAMPBELL’S 
HEALTH SHOE 














Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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comprises good, attractive, desirable 
safe sellers? 

Do you usually have heavy mark- 
downs each season? 

Are your broken lots, at the end 
of the season, largely made up of 
small and large sizes, narrow widths, 
etc? 

Do you have difficulty regularly in 
clearing out odds and ends without 
heavy losses? 

What efforts do you make to hold 
your trade? 

What efforts do you make to in- 
crease business? 

What advertising do you do? 

What has been the history of your 
business in shoes for the past five 
years? Please include the following 
items, covering the period since 
1920: Inventories, merchandise pur- 
chases, net sales, gross margin, total 
expense, net profit or loss, rent, 
salaries and wages, advertising, 
mark-up, stockturn. 


Your Community 


There is little doubt about your 
territory being good for business. 
You would not have selected your 
city as the location for your store, 
if you had not been convinced that 
the people in your territory want 
plenty of merchandise and have in- 
comes that give them the capacity to 
pay for what they buy. 

But it is a good idea to take a 
survey of your territory. 

Is your population made up of old 
and young in normal proportions? 

Or are your people mostly the 
older folks? 

Do the young people grow up and 
move away? 

How much does your community 
spend for footwear every year? 

How much of this is spent for the 
grades of shoes you carry? 

Is your store getting your share 
of this business? 

Or do you do more than your 
share? 

Or less, perhaps? 


Have you overlooked any of the 


possibilities in your community? 

Have you gone after the trade of 
all classes, especially of those who 
want the best and the medium 
grades of merchandise? 

Do you make a bid for the busi- 
ness of farmers, factory men and 
women, store and office people, mer- 
chants, professional men and all the 
other folks who make up your com- 
munity? 

Or have you neglected some of 
these people, and failed to reach out 
for the business of some of these 
groups? 








Send for half pair 3 
samples; returnable 
our expense. No 
obligation. 

$4 to $6 sellers. 
SAMUEL COHEN SHOE CO. 
72-82 Lincoln St. 











BALLET SLIPPERS—IN STOCK 
= of the unusual kind i 


Style B102 Blk. Glazed 
Kid, Soft Tee ge 
Child's 6 | ign01-08 
Misses’ Ae & 
Women’s, 2'/2 te 7 45 
SCHWARTZ & HERDER, Inc. 
Specialists in Ballet Manufacture 


241 No. 11th Street - Philadelphia, Pa. 











° IN STOCK 
BLACK BALLET SLIPPERS 
ie 
$1.20 pr. 


Ontlés’ 
$1.15 pe. 


BLOG SHOE CO 
167 Baas Be hes Yok it. Y. 





LEON WEIC 


LOUIS J. COBLENTZ. Mgr. 
Marbridge Blidg..New York 


IMPORTED BUCKLES 


From our own Paris Works 














Se 
a - - 
Clhe mark of ™ 
ivod Saletan elie aie: 
ever since 1905 


- ALTE RSON ¢ CORRS Ucxs 


“162 Mad ‘Bye : ¢. Mow York City 












































AEE EE LIE ANY EET By, 



































“ELAM” 
Flexible Turn Shoes 
Fer the Jobbing Trade Exclusively 











{oo (“Sios” 
WILL BUILD A BIGGER, 
AND MORE DEPENDABLE 
CHILDREN’S act epg 
Write for Agency 
Dr.APoswer, SHOES, Inc. *° WEST AROMDWAY, we yon 

















| Lauderdale} EMIL RUBLACK 


Maker ef Artistic 
Price and Sale Tickets 
Samples Mailed Free on 

Request 


140-142 pA BROADWAY | 
YORK 




















ARLE 
shoe patterns 


ARLE SHOE PATTERN CO. 
Se MAIN ST., BROCKTON, MASS. 
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Shoes for Comfort 


The results of a survey made by: 


Miss Gladys L. Meloche of the Uni- 
versity of Wisconsin Extension Di- 
vision, based on use of the X-ray 
machine upon 1000 people at the 
1925 State fair in Milwaukee, are 
included in a booklet called “Good 
Fitting Shoes for Every Member of 
the Family,” which Janesville, Wis., 
shoe dealers are using as good-shoe 
propaganda. 

The report of Miss Maloche’s, 
which said that in many cases the 
bones of the toes were cramped or 
squeezed as if a band were held 
tightly around them, like a close- 
fitting vise, due to shoes too pointed 
and too narrow, and that such ill- 
fitting shoes were found more often 
among girls and women than among 
men and boys, is borne out by the 
experience of Janesville shoe deal- 
ers. 

“Not 1 per cent of the women in 
Janesville who visit our shop have 
perfect feet,” declared one dealer, 
and his opinion was confirmed by 
others. “In order to sell shoes to 
women which are correct and which 
will bring them satisfaction and 
back to our store, we have to tell 
many a ‘white lie’ as to size and 
width,” this dealer continued. “They 
come in and tell us the size of their 
shoe, which is usually wrong. The 
error is always on the small rather 
than the large end. 

“Men buy for comfort, and this 
fact influences our buying. We 
never succeed in profiting by a men’s 
line which sacrifices comfort to ap- 
pearance. The. too-pointed toe is 
never a best seller among men’s 
shoes.” 

An educational policy in women’s 
shoes was unanimously agreed to as 
being a necessity of the retail wom- 
en’s shoe trade among Janesville 
dealers. And children were agreed 
to be the most important target. 
“Teach the child to want comfort 
and sensible shoes and the woman 
will follow in its footsteps,” was the 
gist of their contention. 


Window Trim Prize 


RACINE, WIis.—The Thrift Store, 
434 Main Street, Racine, won the 
first prize of $250, offered by the 
Schiff Co., Columbus, Ohio, operat- 
ing a chain of shoe stores, for the 
best all-round window trim. The 
contest was nation wide, and prizes 
were awarded on basis of sales, at- 
traction and neatness standpoint. J. 
Zalechower, W. Lantz and J. Slavens 
were the three trimmers responsible 
for the display. 








June 19, 1926 


R & H German Representa- 
tive Returns Home 


Herr Robert Walter, manager of 
the Vera American Shoe Company, 
G. M. B. N., Friedrichstrasse 174, 
Berlin, Germany, has just sailed for 
that country after a visit to the home 
office at 10 High Street, Boston. 
Herr Walter has been associated 
with this organization for nearly 
twenty years. He remained here for 
ten very busy days selecting new 
styles and merchandise for the Ger- 
man market. Herr Walter is very 
optimistic regarding the shoe busi- 
ness in Germany and other countries 
on the Continent. Germany, he is 
quoted as saying, is coming back 
strongly and is establishing herself 
on a sound basis along lines that 
should mean prosperity in the near 
future. The Vera American Shoe 
Company is the European distribu- 
tor of Rice & Hutchins footwear for 
the entire family. 


Hack Writes on Comfort 


DETROIT—Nathan Hack, the ortho- 
pedic footwear merchant, has en- 
tered the journalistic field. In a re- 
cent issue of the Free Press an 
article from his pen entitled “Foot 
Comfort Gained by Suitable Shoes” 
states that 90 out of every 100, both 
children and adults, have foot trou- 
bles of some sort. Mr. Hack advises 
that children’s shoes be fitted at least 
three-quarters of an inch longer 
than the foot. He also says, “Ten- 
nis shoes, sandals and loose bed- 
room slippers may be comfortable, 
but injurious to the feet.” 


Field Leaves U. S. Shoe Co. 


CINCINNATI—C. B. Field, sales- 
manager of the Red Cross unit of 
the U. S. Shoe Company, has left to 
take up a position as general sales 
manager of the Ground Gripper 
Shoe Co. of Boston, Mass. Mr. 
Field was with the U.S. Shoe Co. 
for the past two years, coming to 
this firm from the Curtis Publish- 
ing Co. 


Cook Is Honored 


Henry W. Cook, president of the 
A. E. Nettleton Co., Syracuse, has 
been honored by being elected a di- 
rector of the National Association 
of Manufacturers, and is the only 
shoe. man on the board. The or- 
ganization has maintained a high 
standard of industrial leadership 
for the past 35 years. 
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CHANGES IN BUSINESS 





ALHAMBRA, CALIF.—B. A. Jenkins 
(1104 Valley Boulevard), shoes, re- 
ported sold out to F. D. McCord. 

SAVANNAH, GA.—Universal Shoe Co., 
wholesale shoes, dissolved partnership. 
L. Sutker retires; succeeded by Max 
Foster, who continues business under 
same trade style. 

CuHicaGco, Itt.—Joseph Fort, Jr. 
(1217 W. Eighteenth Street), shoes, 
reported selling or sold out. 

CHICAGO, ILL.—Fit-Well Co. (not 
inc.) (184 Washington Street), shoes 
and mail order, reorganized as Na- 
tional Fit-Well Co., now located at 
3939 West Twenty-sixth Street. 

W. B. Shoe Stores, Inc. (3939 West 
Twenty-sixth Street), shoes, removed 
to 2806 Belmont Avenue. 

Decatur, ILtt.— Ben Fisher, shoes, 
ete., succeeded by The Leader. 

GOSHEN, IND.—Noble Shoe Co., 
shoes, incorporated with authorized 
capital of $30,000. 

WESTPHALIA, KAN.— W. L. Cayot, 
— etc., succeeded by Robert S. 

lll. 

Murray, Ky.— Stubblefield & Dick, 
shoes, etc., succeeded by Dick Purdom 
& Parker. 

Boston.—Ray Fink’s (wife of Is- 
rael), shoes, filed married woman’s 
certificate. 

Shoe Mart (Greenstein & Adelson) 
(44 Cross Street), shoes, dissolved 
partnership; succeeded by Harry 
Greenstein. 

Naugel Process Co., Inc., footwear 
manufacturers, recently incorporated. 

C. & L. Retail Stores, shoes, recently 
incorporated. 

International Shoe Co. of Massachu- 
setts, manufacturer and retail, whole- 
sale shoes, recently incorporated. 

BrockTon, Mass.—C. S. Pierce Co., 
shoe supplies and leather, increased 
authorized capital to $450,000. 

J. Nicholas Leather Co., heel manu- 
facturers, removed to Boston. 

Detroit, MicH.—Jos. Gordon (Gor- 
don Cut Rate) (7931 Charlevoix) shoes, 
etc., reported sold out at this address— 
now in business at 2900 Gratiot Ave- 
nue, under style of Gratiot Avenue 
Cut Rate Store. 

HoLuAND, MicHu.—Notier-Van Ark 
Co., shoes, ete., reported closing out. 

St. Louis, Mo—Factory Sample 
Shoe Store (624 Morgan Street), shoes, 
etc., incorporated with authorized capi- 
tal of $5,000. 

RayMonD, N. H.—Falconer & Blood 
Shoe Co., Inc., women’s shoe manufac- 
turers, reported liquidating. 

Hospoken, N. J.—Jacob Goldsmith 
(370 First Street), shoes, sold out to 
Lester P. Kaimiller. 

BROOKLYN, N. Y.—AbrahamSchwartz 
(Kiddie Shoe Shon) (281 Sumner Ave- 
nue), shoes, removed to Patchogue, 
N. Y 


Ben Berner (524 Fifth Avenue), 
shoes, reported selling or sold out. 

Feller, Inc. (1818 A. Fulton Street), 
shoes, succeeded by Morris Feller. 

BuFFALO, N. Y.—Jambra & Salibene 
(454 Niagara Street), shoes, etc., re- 
ported advertising to sell out. 

GENEVA, N. Y.—Freudenhein Cloth- 


ing Co. (363 Excharige Street), shoes, 
etc., reported advertising to sell out. 

New York Crry.—Boston Shoe Mar- 
ket., Inc. (and branches), shoes, dis- 
continued at Brooklyn. Headquarters 
now at 104 West 125th Street, New 
York City. 

Samuel H. Streisfeld (83 Pitt 
Street), shoes, succeeded by Streisfeld 
& Shapiro. 

Bargain Shoe Co., shoes, etc., incor- 
porated with authorized capital of 
$10,000. 

New York Ciry.—Isaac Rosenthal 
(Est.) (887-889 Second Avenue), 
shoes, reported sold out to Sigmund 
Feitler. 

TARBORO, N. C.—Chas. Saied, shoes, 
etc., reported sold out. 

CLEVELAND, OHIO.—Nemet & Demand 
(4621 Payne Avenue), shoes, and re- 
pairing, reported sold out to Henry 
Hartleib. 

West CHESTER, Pa.—Markowitz & 
Glick, shoes, reported sold out. 

CHATTANOOGA, TENN.—Barker Bros. 
& Whaley, shoes, etc., succeeded by 
Barker Bros. 

BRIGHAM City, UTAH—Sable & Abra- 
hamson (Brigham Department Store), 
shoes, etc., reported sold out to Frog- 
ley & Fife. 


Business Reverses 


HARTFORD, CONN.— Nathan Ruben- 
stein (205 State Street), shoes, etc., 
reported petitioned into bankruptcy. 

HERRIN, ILL.—Good Luck Clothing 
Co., shoes, etc., reported offering to 
compromise at 40 per cent, composition 
offer accepted. 

STERLING, ILL.—John J. Liss (“Popu- 
lar Boot Shop”), shoes, reported offer- 
ing to compromise at 50 per cent. 

Iowa City, Ilowa.—George Waxen- 
berg (Roberts Shoe Co.), shoes, re- 
ported petitioned into bankruptcy. 

PITTSBURG, KAN.—Charles Maroon, 
shoes, etc., reported petitioned into 
bankruptcy. Reported receiver ap- 
pointed. 

PapucAH, Ky.— Harbour’s, shoes, 
etc., incorporated with authorized capi- 
tal of $100,000. 

Boston.—Elizabeth Schwartz (Mrs.) 
(663 Broadway), formerly shoes, re- 
ported petitioned into bankruptcy. 

Boston.—H. H. Hagan (1090 Wash- 
ington Street), shoes, reported as- 
signed. 

Hyman D. Linn (151 Court Street), 
shoes, etc., reported petitioned into 
bankruptcy. 

SPRINGFIELD, Mass.—H. Blacher (B. 
& M. System), shoes, reported assigned. 

HAVERHILL, MAss.—Aaron Stein- 
man (formerly shoe manufacturer), 
reported petitioned into bankruptcy. 

Detroit, MicH.—F. H. Oxenrider, 
shoes, reported petitioned into bank- 
ruptcy. 

MILLVILLE, N. J.—Millville Army & 
Navy Store (J. Orgiefsky, proprietor), 
shoes, etc., reported offering to com- 
promise at 25 per cent. 

BurraLo, N. Y.—Abraham Altman 
(45 and 51 East Seneca Street), shoes, 
etc., reported offering to compromise at 
25 per cent. 
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New York Crry.—Irving Burnett 
(23 Avenue C and 14 Clinton Street), 
shoes, reported meeting of creditors 
was scheduled. 

Joseph Paulinsky (809 East Tremont 
Avenue), shoes, reported offering to 
compromise at 50 per cent. 

PORTLAND, ORE.—Sam B. Rosenberg 
(The Service Shoe Co.), shoes, reported 
petitioned into bankruptcy. 

STRUTHERS, OHIO.—Runge & Schoen- 
felder, shoes, etc., incorporated with 
authorized capital of $25,000. 

LATROBE, Pa.—Clinton C. Burns, 
shoes, reported petitioned into bank- 
ruptcy. 

PAWTUCKET, R. I.—Joseph Seltzer, 
shoes, reported assigned. 

FOUNTAIN INN, Ss. C.—Rosie 
Abrams, shoes, etc., reported petitioned 
into bankruptcy. 

Beprorp City, VA.—A. L. Davidson, 
shoes, etc., reported assigned. 


A New Carton 


Lynn, Mass.—The Hoague- 
Sprague Corporation has recently 
patented and is now supplying the 
trade with a new two-piece carton 
called “Strongbox,” the result of a 
six years’ investment of time and 
money in the perfection of auto- 
matic machinery for its manufac- 
ture. Instead of being scored this 
carton is creased where it folds, 
thus strengthening it materially. 
The carton is papered inside and 
out, and at top and bottom, thus 
giving it a clean and neat effect. 

It is claimed that the box part has 
ends that are double in thickness, 
except at the top, where there is a 
triple thickness of stock. The cover 
has a triple thickness of cardboard, 
except in the center, where it is of 
double thickness. 

Not only is the carton very 
strong, but it is attractive. It is 
claimed that it can be used by the 
merchant for a long time and still 
retain its fresh appearance. It is 
also claimed that labels can be at- 
tached automatically or printed in 
two colors on the ends, as the boxes 
are made on the automatic machine. 

Any color of paper may be used 
for these cartons, as they are made 
to order, with the labels selected. 
These cartons are made in the regu- 
lation sizes. It is stated that the 
limited output of the present ma- 
chine is “snapped up” eagerly, but 
that as soon as the battery of ma- 
chines now under construction are 
completed, it will be possible to 
supply this carton in large quanti- 
ties. 


New Shoe Stores 


United Army Stores Co., Engle- 
wood, Colo., shoe department. 

Samuel Getter, 540 Main Street, 
Winchester, Mass. 
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POSITIONS WANTED 
4c per word. 

LINES WANTED 

ALL OTHERS 


ALL DISPLAY SPACE 





Minimum Charge 75c. 

4c per word. Minimum Charge 75c. 

7c per word. Minimum Charge $1.25 

Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., 
on Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 





When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address, 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 
































SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











Live Wire Salesmen Wanted 

to Carry Line of Méen’s 

Medium Priced Dress Welt 
Shoes: 


If you are a “live wire” and a “pro- 
ducer” get in touch with us imme- 
diately, thereby assuring yourself of 
success. Our Fall line will be com- 
pleted July first and will represent 
shoes carried on the floor for imme- 
diate delivery made up in the very 
latest shades, with the new stitch- 
ings, pereet ene, and so forth. 8% 
commission. No advancements other 
than 50% commissions weekly. Give 
references in first letter. Following 
territories open: Alabama, Arizona, 
Western North Carolina, South Caro- 
lina, Rhode Island, North Dakota, 
South Dakota, Northern Georgia, 
Massachusetts, Minnesota, Missouri, 
Nevada, New York City, Eastern New 
Hampshire, New Mexico, Ohio, la- 
homa, Western Pennsylvania and 
Tennessee. 


Address C-180, 
c/o Boot & Shoe Recorder 
207 South St., Boston, Mass. 











SALESMEN WANTED 


A manufacturer of women’s rt welts 
open de 


i t70,e eare Boot and Shoe Re. 
qeedee, 207 South Street, Boston, 
ass. 








Salesmen Wanted 


for South and Southwest 


with established business, on a strictly 
commission basis. - nd of a best known 
turn lines in Brookl Can be carried 
with non-conflicting line. All correspond- 
ence confidential. State present connec- 
tion and past experience. Address C-167, 
care oot and Shoe Recorder 
239 West 39th St.:, Oth Floor, 
New York, N. Y. 











WANTED—Live wire salesman with estab- 
lished trade to 2 segenseat us on a strictly 
commission basis Alabama, Arkansas, In- 


Kanees, Kentucky, Louisiana, 


SALESMEN WANTED 


with established territory to sell 
complete line ladies’ medium 
priced snappy novelties. Carried 
im stock. Strictly commission 
basis. Liberal terms. Must be 
a producer. States open—Ken- 
tucky, W. Virginia, Illinois, Neva- 
da, Arizona, New Mexico, Utah, 
North and South Dakota, Minne- 
sota, Iowa, Georgia. 


Address C-158, care Boot and 
Shoe Recorder Pub. Co., 207 
South St., Boston, Mass. 











WANTED salesmen to carry a manufacturer’s 

line of popular priced McKay Novelties 
either exclusively or in connection A.J other 
non-competing line. State line pres- 
ent if any and give references. y+ ag c P46, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





SHOE SALESMAN WANTED -- Experi- 
enced oe , salesman with established 
trade for isconsin, Minnesota and the Da- 
kotas for strong specialty line of women’s 
Turns, McKays and Welts. Have established 
trade; want strong, energetic, competent man 
who can increase business; line ready July Ist. 
Give experience, lines handled, references and 
full information in first letter. The Cahill 
Shoe Company, Cincinnati, Ohio. 





Wa vite awake salesmen with estab- 
lished trade to sell our line of Infants’, 
Children’s and Misses’ Turns and Stitchdown 
in Indiana, Illinois, Iowa, Kansas, Arkansas, 
Texas, New Mexico and California on 7% 
commission’ basis. Give full information as to 
experience in your first letter. The Rehr Shoe 
Co., Orwigsburg, Pa. 





SIDE LINE salesman wanted to carry a 

good paying sonemenen line for immediate 
and fall business. State what line now carry- 
ing in first letter. Address C-169, care Boot 
and Shoe Recorder, 189 W. Madison Street, 
Chicago, Ill 





SALESMEN WANTED—For Eastern Penn- 
PB a Michigan, Wisconsin, North anu 

. innesota, Iowa, Nebrask 
an Tennessee, Mississinni, Alabama 
North and South Carolinas, Washin , Ore- 
gon, Colorado, Arizona and New exico, to 
carry our Ps ag priced line of novelties in 
Children’s Turns and Stitchdowns, sizes from 
1 to 5 in First Steps up to Misses 113%4/2’s. 
7% commission, stock proposition. Samples 
now eee. Flexible Shoe Company, Roch- 
eter, . . 





diana, Iowa, 
Ohio, North “ and South Dakota. Line 
of fast “38 women’s novelty Mc- 
Kays at $3.3 % 0 $480. 

ves and cover 


in .. Ra 2 pay 
pw ~ tic ci will t be 
ca’ wise will no con- 
pany ‘Address C-168, care Boot and Shoe 
Recorder, 207 . South Street, Boston, Mass. 





Applicants must. be “ 


NORTHERN ORIO., also Michi: icfen's Dre ed 
sive of Detroit and gS 

and Work Shoes, stocked in + pie 
Builders,” “Spring Arch” ond “Worl Beater” 
lines, on strictly comm is. Brandau 
Shoe Co., Detroit, Mich. 








ton wholesale shoe house with a large estab- 
lished business wishes to secure a salesman to 
represent them in Springfield and Western 
Mass. Address giving full and complete par- 
ticulars to C-172, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





ANTED—Wide awake salesmen with estab- 

lished trade to sell our line of boys’, girls’, 
women’s and children’s popular priced McKays 
and Flexible Welts in Kentucky, Tennessee, 
Mississippi, Iowa, Missouri, Southern Illinois, 
Kansas, Nebraska, Montana, Idaho, Wyoming, 
Colorado, Utah, Nevada, New Mexico, Arizona, 
Oregon and Washington. A manufacturer’s 
in-stock proposition that goes big here in the 
East. iberal commission. Non-conflicting 
side line or whole time. Give full information 
as to qualifications and experience in your 
first letter. Lines now ready. A. W. Smith 
Shoe Company, 111 Beach St., Boston, Mass. 


WANTED—Salesmen to carry side line of 
strongest specialty men’s and. boys’ shoe 
proposition in America today. Old established 
firm of highest reputation requires services of 
twenty men at once. hoes in stock—deliv- 
eries prompt and accurate. Address C-174, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


PPORTUNITY for twenty-five live wire 
salesmen to sell on commission a nationally 
known non-competitive line of Men’s Slippers. 
References required. Territories available. 
Maine, North and South Carolina, Virginia 
and West Virginia, Maryland and Delaware, 
New York City, io, Indiana, Iowa, Arkan- 
sas, Louisiana, *Washington, ontana, Colo- 
rado, Vermont, Florida and Alabama, Eastern 
Pennsylvania, New ee, New York State, 
Michigan, Illinois, issouri, Texas, Oregon, 
California, Idaho. Address C-176, care Boot 
os Shoe Recorder, 207 South St., Boston, 
ass. 


WANTED—Several men for following States: 
Texas, Oklahoma, Arkansas, Tennessee, 
Kentucky. Travel by automobile. State where 
you live and territory now covering. McKays, 
Stitchdowns, Leggin ngs. mouiees Shoe & 
Legging Company, Hagerstown, 


SALESMEN WANTED—To represent St. 
Louis Distributor of “In Stock” popular 
riced style shoes. Applications confidential. 
| om territories open for August Ist. Ad-- 
dress C-177, care Boot and Shoe Recorder, 
207 South St. Boston, Mass. 


SALESMEN | WANTED—Real producers in: 
the following territories: Western Oregon 
and Washington, Montana, Eastern Washington 
and Idaho, Utah and Colorado, North and: 
South Dakota, Arkansas and Louisiana. IIli- 
nois, Indiana, Ohio, Eastern Pennsylvania, 
Kentucky and Western Tennessee. We are 
manufacturers of one of the oldest lines of 
work shoes, dress oxfords and dress shoes. A 
real QUALITY line. Big commissions paid 
to the right man. Established territory. Only 
live wires need apply. Address C-181, care- 
Boot and Shoe ticene er, 189 W. Madison St., 
Chicago, Ill 
































SALESMAN WANTED—A well known Bos- 
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LINE WANTED 


FOR RENT 


FOR RENT 











WANTED—By. high grade salesman, ladies’ 
line to retail near $7.00 to $10.00. Only 
a line of highest merit and suited for larger 
trade considered. Territory California, where 
for over ten years (with one line) have had 
established business with the best trade. Would 
consider adding Salt Lake City or Washing- 
ton and ws m. Best reasons for wishing to 
change. y able to do own financing. Ad- 
dress wi x 7é. 615 Underwood Bldg., San 
Francisco, Calif. 








;ANTED by wide awake successful sales- 
man, popular priced line for Greater New 
vom ye furnished. Address C-175, 
Boot and Shoe Recorder, 9th Floor, 239 

W. * 39th St., New York. 





LINE WANTED—Women’s pattern shoes to 
wholesale at $2.60 to $3.25 for Kansas, 
Missouri ‘and surrounding territory. Address 
C-178, care Boot and Shoe Recorder, 207 South 
St., Boston, 








FOR SALE 





4 PROFITABLE shoe business for sale at a 

sacrifice price. Address C-165, care Boot 
and Shoe Recorder, 207 South St., Boston, 
Mass. 









district. 





Unusually Desirable Office and Salesroom for Rent 


Centrally located in middle of New York City shoe 
Light, commodious rooms, where one line 


or two non-competing lines could be displayed. 


C-173, Care Boot and Shoe Recorder, 239 West 39th St., 9th Floor, 
New York, N. Y. 



























SPACE for three shoe departments for rent 
in large millinery stores with basements. 
100 per cent locations at Albany, Schenectady 
and Cohoes. Apply Morton Millinery Co., 
501 State St., Schenectady, N. Y. 











FOR SALE—Going shoe and clothing store 
in Western Pennsylvania town that is grow- 
ing fast. Resort and manufacturing town. 
Large storeroom, long lease, low rent. Will 
stand strictest investigation. Twenty-eight 
years in business. Going to California. Ad- 
dress C-163, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





FOR SALE—Shoe sstore, upstairs location. 
City of 250,000 population in Colorado. 
Established business; reasonable rent; main 
business district; low inventory; clean stock; 
good reason for selling. - Inquire at once. 
Address C-179, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








POSITION WANTED 


ANTED—Salesman traveling Texas, Louisi- 

ana, Oklahoma for years. Good trade. 
Present firm liquidating. (Young Men’s 
Welts.) Can sell any class of shoe making. 
Only interested in firms that will cooperate 
and appreciate a seasoned road man. Address 
C-164, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











WANTED TO PURCHASE 








Sell Us Your Left Over 


New York Export Purcnasinc Cosp. 
596 Broadway,.N. Y. City 


Or Entire Stock for Cash 








CASH PAID 


for shoe stores or surplus stocks of 
shoes or for other ce » oy 
taken over. We will send a 
sentative to investigate and "make 
offer upon request. 

Kalter Cerf. Mercantile Co.. Ine. 

591 Broadway, New York City 
Phone Canal 6940-6941-6942-6943 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also 





MISCELLANEOUS 








Imported Cut Steel 
Buckles 


Always IN-STOCK for Your 
Immediate Needs 


Price $1.00 to $5.00 per pair, also ex- 
clusive designs up to $20. 


Sample assortment and prices gladly 
sent on request. 


SPECIAL NUMBERS OFFERED FOR 
“SALES PURPOSES.” 
Waverly Shoe Trimming Co., Inc. 
151 Vanderbilt Avenue, Brooklyn, N. Y. 
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LABELS 
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We design and print most 
of those used 1 by the Shoel 







Complete mt) samples on re 












ATTRACTIVE 
SHOE CARTONS 


WN -iae 


for th xclusive shoe trade 


PRICE-SERVICE-QUALITY 
THAT SATISFY 


















 USIVEL: 
CS era 


CABE. 





LEXINGTON AVE 
BROORLYN ~ Y 






Complete set of les upon juest, 
without ob tion. — 


wore 
LABELS 


The DISTINCTIVE and 
PERMANENT MARK 
br. KALUGE 
WEAVING io we 


33-39 W Mole Uae. My em 4 
Phone WISCONSIN 8i130 
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MISCELLANEOUS 








WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 


933 Arch St. 
PHILADELPHIA 


Are Business Getters 
Send for Catalog and Price: 














Milbradt 


| made for 40 years 
1 by the original in- 
} ventors. 
Made in all styles 
to suit any shelving 
condition, 


Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 








—SNAKES— 


Genuine and Imitation 
ALLIGATORS 


Exquisite Pastel Colors with 
Gold or Silver Veins 
LEATHER DE LUXE Co. 
47 West 34th St., New York 


“Largest Importers 
Nevelty Leathers” 











IDEAL ROLLING 
LADDERS 
25 | 
=P ee 
Write fer Oatatos 


Baceess Furniture 
, , St. Louis 
|. Mo. 




















WANTED TO PURCHASE 


CASH PAID 


tor entire shoe stocks or 8 us stock. 
of shoes or other . AD 
quantity. Prompt attention given. 


KIRSCH-BLACHER CO., Inc 
622-624 Broadway, New York, N. Y 
Phone Spring 1443 


| BROCKTON | 




















Made Only of Wood 
for all lines __ 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 
ae ye hetotce 
CIN CINNAT?, O 


Metal hitures a Show Cones 




















Working Schedules Variable 


While several concerns are tak- 
ing stock or letting down prepara- 
tory to such an accounting, others 
are off on runs which promise a 
favorable output until late in the 
summer, leaving the employment 
situation somewhat variable. Of 
the two big firms here, the W. L. 
Douglas Shoe Co. is looking forward 
to a brief let-up with bright pros- 
pects of a good fall run, while the 
Geo. E. Keith Shoe Co., approach- 
ing its annual short vacation dur- 
ing the week of the Fourth of July, 
continues to operate on a somewhat 
curtailed schedule, but still turn- 
ing out a fair volume. 


Plan Fall Styles 


These are busy days in the plan- 
ning of fall work and the past week 
has developed many conferences at 
which future styles are the leading 
topic. Lightweight oxfords in dark 
tan shades and some blacks, made 
in broad to semi-pointed toes are 
leaders in the men’s evening lines, 
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while the knockabout shoe will be 
of medium weight in dark calf and 
some grains. Brockton manufac- 
turers by no means are abandoning 
the pointed and swing toes, but the 
collegiate effect is shown in many 
models with more or less extra 
stitching and perforation. The 
leather heel will be more widely 
used than for several seasons. 


Straps and Oxfords for Women 


Strap effects and oxfords will 
fight for supremacy in the early 
fall lines for women, with the 
former now seeming to have the 
right of way. Leathers will be in 
the quieter tones, although blacks 
will be much exploited in patent 
leather, calf and satin. Reptile 
leathers have been made up in quiet 
combinations and entirely in the 
varied patterns in this type of 
stock. Toes will be more medium 
round from the several patterns al- 
ready displayed. A handsome sam- 
ple shown is a dark brown tipped 
and quartered shoe in calf with a 
14/8 heel in oxford style. Kid will 
be a much-used leather in the fall 
lines with calf offered for later 
wear. 


P. W. Blunt Dead 


P. William Blunt of the Givren, 
Blunt Shoe Co., and one of the best 
known of the old-time shoe makers 
in the district, died at his home 


June 9 following an operation for 
stomach trouble. Death was unex- 
pected since he was believed on the 
road to recovery. He leaves a wife, 
nine children, one of whom, Fred- 
erick Givren, was associated with 
him in business, and Rev. Dr. Hugh 
F. Blunt, noted Catholic lecturer, 
poet and writer. He was one of 
the first of the Brockton manufac- 
turers to adopt production of the 
so-called third grade shoe. 


Kelley With Corcoran 

Dennis F. Kelley of Stoughton 
has assumed his duties as superin- 
tendent of the J. T. Corcoran Shoe 
Co., which this week completed re- 
moval of its business from Middle- 
boro to a portion of the E. E. Taylor 
Co. plant in this city. Mr. Kelley 
was with Reynolds, Drake & Gabell 
of North Easton for many years, 
and more recently was with the 
Ross Shoe Co. of Marlboro until 
the Conrad Shoe Co, which oper- 
ated the business, removed that 
branch factory to its plant at Cam- 


pello. 
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Thayer McNeil Adopts 
“Flying Squadron”’ Idea 


BosTON.—The Thayer McNeil Co., 
in accordance with the very newest 
movement for a higher powered and 
more efficient selling service, put 
into effect last week the “flying- 
squadron” idea. 

The first week’s “maneuvers” of 
the “flying squadron” have been 
highly satisfactory both to salesmen 
and the management. This is how it 
operates: 

The members of the first “fleet” 
of shoe fitters arrive at 9 a. m., take 
half an hour for lunch and get 
through their duties at 4 p. m. The 
next “fleet” arrives at 10 a. m., with 
a half hour for lunch, and get 
through at 5 p. m. Under this ar- 
rangement not more than two sales- 
men on the two biggest floors are 
absent during the dinner rush; 
whereas, under the old arrangement 
of an hour for dinner and the simul- 
taneous arrival and departure of the 
salesmen, about one-half of the force 
were away during the hours of 12-2, 
and during the other busy hours, 
sometimes one-quarter to one-third 
of the salesmen were out. 

Each salesman has his weekly 
turn at the 9 a. m. to 4 p. m. period, 
as well as at the 10 a. m. to 5 p. m. 
hours. 

There are two or three of the 
“old-timers” whose hours are not 
disturbed. They get in at 9, take 
usually about a half to three-quar- 
ters of an hour for lunch, and quit 
at 5.30 p. m., or 5 p. m. under the 
summer schedule in effect July 1. 

The stock boys, and the office help 
adhere to the regulation hours. 

Each floor manager has a small 
piece of paper on which a charting 
is made of each hour from 9 to 5 
yp. m. On the extreme left, written 
one underneath the other, are the 
numbers of the salesmen, and oppo- 
site their numbers, and under the 
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hours is written the word “out.” No 
notation means that they are in. A 
consultation of the new chart, which 
Floor Manager C. E. Holt held up 
for the inspection of a RECORDER 
representative, showed that about 
one-half of his force arrive at 9 a. 
m. and less than half arrive at 10, 
with the same condition between 4 
and 5, and every man engaged in in- 
tensive selling between the rush 
hours. 

The experiment is being watched 
with interest by the managers of 
several department stores in Bos- 
ton, and to a high-grade shoe store 
goes the credit of being the first in 
“The Hub” to put into operation 
“the flying-squadron” idea. 


Reptile Skins Lead in Paris 
Outside of the fact that the 


greater percentage of new shoes 
one sees in Paris are of reptile 
skins, there is no definite shoe style 
trend to be found in that center of 
fashion, according to William Gold- 
stein, New York shoe manufactur- 


William Goldstein 


87 


er who has just returned to this 
country from a two months’ tour 
of Europe, during which he visited 
London, Paris, Brussels, Frankfort, 
Vienna, Berlin, Warsaw and other 
centers. 

His trip was made primarily to 
gather new materials, rather than 
to pick up style trends. He did, 
however, see some innovations in 
patterns which he will adapt to his 
new line of’ evening shoes, upon 
which he is concentrating this sea- 
son. Incidentally Mr. Goldstein 
picked up some nice orders for 
American madeé shoes in Berlin and 
Frankfort and has several pros- 
pects in England. 

“There are really few new things 
in the line of shoe styles to be seen 
in Paris,” said Mr. Goldstein. “Per- 
haps the outstanding feature at 
present is reptile leather. In fact, 
that majority of new shoes seen 
there are of reptile skin and it is 
expected to be the big feature for 
fall. There is a tendency toward 
more oxfords. In all types of 
shoes, fancy effects are far in the 
lead. Certainly there is nothing 
to indicate a return toward plainer 
shoes. Patent leather is looming 
stronger as a fashionable material 
in Paris, and I also saw much 
black suede, particularly in low cut 
oxfords with high heels and in 
step-in models. Kid forms about 
35 per cent of the material used, 
I should say. There is a strong 
tendency toward more curve in the 
heel, getting back to the Louis heel 
effect.” 

Looking ahead toward fall busi- 
ness here, Mr. Goldstein sees a big 
season in fine evening shoes, with 
all sorts of materials in use. He 
bought many fine brocades and em- 
broidered materials for use in eve- 
ning slippers. 

Another idea he is working out 
in evening shoes is pastel suede with 
silver or gold kid trims. 





LA BELS 


Come to the firm where the better carton labels are made. 
Write to the firm who have the artists that have originated 
and designed most of the famous labels in the country» 


TOLMAN - DAVIDSON ADVERTISING PRESS Inc. 


NOT CONNECTED WITH ANY 


400 Warren Ave., Brockton, Mass. 


OTHER FIRM 
Boston Office and Show Rooms 176 Federal St. 
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THEY’RE BUYING IT IN ENGLAND 


THE NEW 


Recorder Stock Record 
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Records ta. = Cw ee 
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Information . 
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Boot and Shoe Recorder 
189 West Madison Street 
Chicago, II. 


Please send me the Recorder Stock 
Record System. I enclose check 
for $4.00 (or I will pay the post- 
man $4.00 on receipt). 


Send for Yours Today 


Loose Leaf System with Generous Supply of Sheets— 00 
Strong Leather Bound Cover and Individual Size Rec- * 


ord Sheets Complete with All Instructions............ 


WESTERN SERVICE DEPARTMENT 
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